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“the voice is faint—but the message is clear. 
Your mother’s sister hid a fortune in Hong Kong!” 
That would be Aunt Bessie. She’s still on the farm 
in Bell County trying to build up Aer fortune with the 
egg money from a few fusty hens. Aunt Bessie wouldn’t 
know Hong Kong from Hoboken! Some predicting. 


Plain fact, as every life insurance agent knows, is 
that you can’t predict the future. But he also knows 
that you can prepare for the future on the basis 
of what happens to most people and still take 
care of the exceptions. 


: 
THE UNION CENTRAL pfu, 
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“She says a fortune will be waiting for you... 







on 


Certainly the best preparation is life insurance 
with its policies and combinations of policies to meet 
every conceivable need. 


For it is true that life insurance has kept pace 
with the needs of people. It has altered with the 
times, broadening its scope, adapting itself more 
flexibly to human situations. Of all means to create 
an estate and take care of future contingencies, none 
can equal life insurance. It is created for people 

and the measure of its worth must always be 

how well it serves humanity. 
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THE E egg Og UNDERWRITER LIFE INSURANCE EDITION. 
7th Ist ON — Extra Edition No. 35A. Wednesday, August 26, 1953. $7.00 per year (Canada $8.00); 30 cents per copy. 


Published weekly by the National Underwriter Company. Office of Publication, 175 W. Jackson Blvd., Chicago 4, Ill. U. 8. & 
Entered as second-class matter June 9, 1900, at Chicago, IIL, 











| 
4 















NATIONAL LIFE CONVENTION DAILY, AUGUST 26, 1953 



































... So Proudly We Hail 


the 121 Jefferson Standard “Mr. 4%’s” who, through Quality Underwriting and consis- 
tent high-level business this year achieved the National Quality Award. This is the 
greatest number of men from Jefferson Standard ever to receive the award... and it 
mirrors distinctly the constant growth and aggressiveness of the company—and the men 


who ARE the company. 











“Who is 
Mr. 4%?°° 





Mr. 4% Represents the Jefferson Standard 


Jefferson Standard, now guaranteeing 21/,% on policies currently issued, 
has never paid less than 4% on policy proceeds left on deposit to provide 
income. Four per cent is the highest rate of interest paid by any major life 
insurance company in America. 


Mr. 4%, a welcome visitor in the homes and offices of thousands of policy- 
holders, is pointing the way to extra income through 4%. His friendly coun- 
sel is helping policyholders and beneficiaries use life insurance more 
effectively—the Jefferson Standard way. 








Jefferson Standard 
LIFE INSURANCE COMPANY 


HOME OFFICE e GREENSBORO, N. C. 
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DEDICATED 


*DEDICATED to the convic- 
tion that the life underwriter 
serves best when he has the 
broadest choice of policies — 
so that he may always fit the 
contract to the client instead 


of the client to the contract. 
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Marsh Bows Out, Wins Big Ovation 


% 





ional Council 
yerwhelmingly 
Dues Increase 


position Vigorous But 
es No Headway; Other 
Major Changes Pondered 


Discussion on the proposed dues 
mease took the greater part of the 
morning's session of the national 
mncil at the N.A.L.U. meeting but 
s conclusion of it was to recommend 
‘an overwhelming majority that the 
meral convention on Thursday adopt 
| by-laws committee’s amendment 
p1, calling for an increase in Na- 
al association dues to $6 from the 
sent $4 figure. 
ince the delegate body is almost 
ptical in membership with the na- 
council, it appeared that the dues 
base was a sure thing for adoption 
Thursday. 
fhe amendment would also raise the 
pimum dues payable by a local as- 
ion from the present $40 figure 
460, 
n announcing the discussion on the 
laws proposals, President David B. 
pgelman said there would be ample 
for debate, but expressed confi- 
ke that no member of the council 
ald take advantage of this by en- 
fing in any kind of filibuster. 
fhe amendment proposals were pre- 
ted by Harry J. Syphus. Beneficial 


(CONTINUED ON PAGE 36) 








wson Fails to Get 
anaging Director Job 


Yonald Dawson, former RFC 
ector and top Truman aide, failed 
get the post of managing director 


'N.A.L.U., though he was the 
tion Committee’s sole candidate. 
ad of deciding to appoint 
Dawson, the trustees in executive 

tion at Cleveland discussed the 
ion the better part of Saturday 
ming with the final result that 
ident Fluegelman announced at 
fational council meeting Mon- 
; the managing director post is 
| open. 
was not indicated whether the 

Sion was influenced by the 
ime of protests against Mr. Daw- 
8 proposed appointment or 
her the trustees would have 
ned the same conclusion anyway. 
fests were based mainly on the 

f that the unfavorable publicity 

PDawson received while a key 
fare in the Truman administration 
lehim an unwise choice for man- 
iB director of N.A.L.U., both 
ma public relations and a con- 
Sional relations point of view. 
it. Dawson was in Cleveland but 
ined to Washington Saturday 
er the trustees’ meeting. 


Presiding = Cleveland Canvention Seconds Nominators’ 


DAVID B. FLUEGELMAN 


Northwestern Mutual, New York City, President 
of National Assn. of Life Underwriters 


PRESIDENT’S REPORT 





N. A. L. U. Accomplishments 
on 10 Fronts Are Chronicled 


By David B. Fluegelman 


It is with mixed emotions, my friends, 
that I appear before you on this occa- 
sion to review the activities of the 
year, and to deliver this parting mes- 
sage of facts and observations. 


This is the 64th anniversary on which 
your president has presented himself 
before the general convention session 
at the annual meeting. Many of my 
predecessors have issued their state- 
ments in the form of a report, but I 
prefer to term this a message which 
will not necessarily dwell in detail on 
the activities of the association during 
the past year, although, of necessity, it 
will recount many of them. The reports 
are made by committee chairmen to 
the national council, but I believe it is 
the duty and obligation of your presi- 
dent to make such comments and ob- 
servations as he sees fit on the general 
welfare and progress of your association. 


The reason my emotions are mixed 
is due to the fact that I have the normal 
inclination of any president to breathe 
a sigh of relief as his administration 
draws to a close. The responsibilities 
are great, and it is only the tremendous 
cooperation and sacrifices by many 
thousands of loyal men and women, who 


are members of this association, which 
enables a president successfully to com- 
plete his administration. For the last 
several months I have felt somewhat 
like a shipwrecked sailor who has just 
sighted land and who is beset by storms 
and furies before he can finally reach 
his destination. It seems that crisis 
after crisis develops, but the good sense 
and judgment of our members enables 
us to sail successfully through the seas 
of adversity. On the other hand, I feel 
an emotion of great pride, the pride a 
captain feels in combatting the elements 
and safely guiding his ship into port. 
In displaying this pride, I am humble 
in the recognition that again it is the 
loyal support of the members of this 
association that has enabled the journey 
to be completed successfully. 


This has been a good year, an espe- 
cially good year in the sense that more 
and more of our members are interested 
in the activities of the association and 
are contributing towards its future prog- 
ress. The very crises to which I refer 
are good because they indicate the 
interest of our members in the welfare 
of the association. Once we reach a 
state of apathy, when everyone takes 


(CONTINUED ON PAGE 40) 


Choice of Gilmore 
for Head of N.A.L.U. 


National Council Thrilled 
By Superb Example of 
Good Sportsmanship 


By Robert B. Mitchell 


Seconding a nomination is rarely a 
process charged with high-powered 
drama, but it was all of that when 
John D. Marsh, N.A.L.U. vice-president, 
seconded the nominating committee's 
nomination of Secretary Robert C. 
Gilmore, Jr., for N.A.L.U. president at 
Monday's national council session at 
the annual meeting at Cleveland. 


Walter Hiller, Penn Mutual, Chicago, 
had just announced the nominating 
committee’s long-delayed choice of a 





Selection of a city for N.A.L.U. 
headquarters, supposedly settled for 
keeps at the midyear meeting last 
April, may be up for grabs again as 
2 result of a national council resolu- 
tion adopted 104-49 Tuesday after- 
noon at Cleveland. Past President C. 
Vivian Anderson, Provident Mutual, 
Cincinnati, introduced the resolution, 
which calls for appointment of a com- 
mittee to visit various cities having at- 
tractive headquarters sites and then 
report back on their choice. President 
Fluegelman reminded the council that 
the resolution is not binding on the 
trustees, whose decision in such mat- 
ters is final, but he indicated that the 
trustees would certainly give thorough 
consideration to the resolution. 





presidential nominee. Ordinarily it 
would have been the vice-presidential 
incumbent but because of opposition to 
Mr. Marsh’s selling of securities in con- 
nection with his agency's estate plan- 
ning work his endorsement by the nomi- 
nating committee was not a foregone 
(CONTINUED ON PAGE 12) 








Counter Move Hinted 
on Company Members 


The N.A.L.U. board of trustees action 
Saturday in upholding the executive 
committee’s injunction against the 
New York state association’s plan to 
take in New York-domiciled life com- 
panies as dues paying but non-voting 
members confronts the New York state 
unit with a baffling problem, since 
there is a serious need for additional 
revenue if the association is to con- 
tinue to render the kind of service it 
has been giving. Indications are that 
the state association does not regard 
the matter as closed and that action 
may be taken very shortly, possibly be- 
fore the N.A.L.U. convention adjourns. 
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Elsie S. Doyle 


Cc. L. O’Quinn 


Trustee Candidates Proposed By N.A.L.U. Nominatorg/__ 





M. W. Peterson .. , 


J. Weldon Crawford William D. Davidson John C. Donohue Theodore M. Green Howard C 
Penn Matual Equitable Society Penn Mutual Union Central Mass. Mutual Aetna Life Lincoln National Equitable Soci 
Little Rock Chicago Baltimore Cincinnati Oklahoma City Laurel, Miss. Charlotte, N.C. pilg Everett, Wash, 
—_ | 





Rosser Reports Membership 
at Record Half-Year High 


As N.A.L.U. membership chairman, 
Mitchell M. Rosser, Phoenix Mutual, 
Boston, reported the highest June 30 
membership total ever recorded. Be- 
cause Mr. Rosser’s report is fairly short 





but mainly because it is entertaining as 
well as informative reading, his com- 
mittee report is given here in full. 
Thanks to a team of terrific workers 
we did it! I am proud to tell you that 


as of June 30, 1953, our membership 
was 55,558, an all-time high for that 
date and 2,288 ahead of June 30, 1952. 
Actually, our new members were at 
about the same rate as last year and the 
increase came almost entirely from re- 
newals, so next year let’s again hit this 
renewal hard ia che earliest months of 
our campaign. This is the solid core of 
our membership and with a high 





Monumentat LIFE is one of the few life insurance companies 


in the United States whose age is 95 years or more. It has grown from 


modest size to an organization with 57 branch offices located 


in 42 cities throughout 13 States and the District 





of growt 














remained a youthful organization . . . that it has the ability to adapt itself to the ever- 


changing times . . . that it faces the years ahead with assurance and confidence. 


@ Over 95 years of successful insurance under- 


writing. 


service indicates that although Monumental Life is old in years, it has 


@ Assets over $144,000,000 — financial stability 


second to none. 


@ Over 765 million dollars of life insurance in force. 


MONUMENTAL LIFE 
INSURANCE COMPANY 
CHARLES & CHASE STREETS 


HOME OFFICE ° 


@ Our record of accomplishment is a testimonial to 
our men in the field. 





@ Each of our 57 branch managers was formerly 
one of our agents. 
within provides an opportunity for men with ability. 


Over 9 oD ¥y ears of Columbia. Over the years, Monumental 


h Life has always served its policy- 
holders promptly and faithfully. 


and ser vice This record of growth and 


Our policy of promotion from 


= BALTIMORE 








renewal ratio and a persistent publ 
relations campaign for our new men. 
bers, we are bound to show a simily 
increase in ‘54. 

But after the kudos and plaudits anj 
praise have faded, some discerning sj 
or quizzical character might just be pre 
sumptuous enough to say “Okay, Mr 
Main Spoke in the Big Wheel—thy; 
fine on a national level and the cliché 
and double entendre and Thespian 
bombast sound mellifluous and swe 
—but get it down to me—what ay 
you going to do for me and my associa. 
tion back home—what did you lean 
specifically in this high-pitched cam. 
paign—is there anything I can take 
home with me?” 

Well, I don’t know the complet 
answers to these questions, but these are 
some of the reasons why many of ou 
most successful associations—large and 
small—smashed their quotas and ar 
eating “high on the hog”—as they told 
me in Texas: 

1. They were organized quickly, 
with a carefully conceived plan for 
complete coverage — and that doesn't 
mean just appointing a membership 
chairman and a couple of assistants 
and then let them worry about it. | 
really means: 

(a) virtually a complete list of every 
agency and district office—combina 
tion and ordinary in the territory. 

(b) the name of every general agent, 
manager and district manager, 
sistant manager and _ supervisor in 
these agencies. 

(c) the assignment by breakdown 
list to a member of the membership 
team three to five agencies depending 
upon numerical strength for complete 
coverage. 

(d) the training and indoctrination 
of the members of the membership 
committee —so that they themselves 
know the reasons why membership 


a must. 
(CONTINUED ON PAGE 48) 











In the Statler lobby: 
Northwestern Mutua 
and William Hoyer, 
Columbus, O. 





Harry Kruegét 
1, New York Gy 


John Hancod, 


Ist Dal 








jst Day 
= 












ward C. Ries 
itable Society 
erett, Wash, 
——_ 
stent publi 
’ NEw men. 
Wa Simila 


plaudits anj 
Cerning sou) 
"just be pre 
“Okay, Mr 
Theel—that' 
1 the cliché 
d= Thespian 
> and swee 
2—what are 
| My associa. 
d you leam 
itched cam- 
I can take 


1€ complete 
Dut these are 
nany of our 
—large and 
tas and are 
as they told 


ed quickly, 
d plan for 
that doesn't 
membership 
of assistants 
about it. I 


list of every 
e—combina- 
rritory. 

eneral agent, 
anager, as 
pervisor in 


breakdown 
membership 
s depending 
or complete 


\doctrination 
membership 
- themselves 
-mbership 1s 


7E 48) 


ES 
——————— 








NATIONAL LIFE CONVENTION DAILY, AUGUST 26, 1953 























1888 =195F 






































OF DEPENDABLE SERVICE 


Long before many of us were born, Western and Southern was serving 

the financial needs of growing communities. Today, with the same dependable 
service and years of experience and public confidence to its credit, it 
continues to improve and expand its underwriting facilities to meet the 


ever-increasing needs of the insuring public. 





THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 


CINCINNATI 
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Company Dinners, Home Office 
Representatives Are Listed 


More than 40 companies are giving 
dinners or receptions for their field 
personnel attending the N.A.L.U. con- 
vention, with one or more home office 
executives on hand as hosts. Recep- 
tions are being given by Metropolitan. 
and Prudential. The other companies 
listed below are giving dinners. 


Aetna Life, Union Club. D. E. Han- 
son, director of agencies, and N. M. 
DeNezzo, assistant superintendent of 
agencies. 

* * * 

Bankers Life of Iowa, Cleveland 
hotel, Parlors 27-28-29. Marvin E. 
Lewis, director of agencies, and W. J. 
Steen, eastern agencies superintendent. 

* * * 

Berkshire Life, Carter hotel, Petite 
Cafe. H.S. Hart, agency vice-president, 
and Harold L. Chader, assistant superin- 
tendent of agencies. 


Business Men’s Assurance, Carter 
hotel, Rainbow room. J. W. Sayler, vice- 
president and G. J. Tritch, field 


manager. 
* * * 


Canada Life, Hollenden hotel, Parlor 
D. T. H. Gooch, vice-president in 
charge of agencies; John S. Harris, su- 
perintendent of eastern U. S. branches. 

* * * 


Columbus Mutual, Statler hotel, 
Parlor C. Ben F. Hadley, vice-presi- 
dent and superintendent of agents, 
Allen R. Lewis, regional agency or- 
ganizer; Ralph E. Waldo, regional 
agency organizer, and Sidney Ackerman, 
regional agency organizer. 

* * * 


Commonwealth Life, Carter hotel, 
Harvest Room. Morton Boyd, presi- 
dent; Homer D. Parker, vice-president 
industrial agency department; William 
R. Davis, III, director of  ordi- 
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We Have... 


THE PROTECT-HER 


THE SECURITOR 
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THE ANNUITOR 


250 E. Broad Street 








THE FORESIGHTOR .- For Children 


THE COMPENSATOR - For Saving 
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The MIDLAND MUTUAL Life Insurance Co. 
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Columbus 16, Ohio 














nary agencies. 
* * * 

Connecticut Mutual, Union Club, 
Vincent B. Coffin, senior vice-president, 
and Horace R. Smith, superintendent 
of agencies. 

* * * 

Continental Assurance, Hollenden 
hotel, parlor C. Paul C. Green, assistani 
to vice-president; Robert B. Hamor, 
midwestern superintendent of agencies. 

* ok * 

Equitable of Iowa, Hollenden hotel, 
Coral Room. Ray E. Fuller, agency 
vice-president, and A. Scott Anderson, 
agency secretary. 

* * * 

Equitable Society, Cleveland hotel, 
Red room. J. H. Muller, vice-president, 
C. B. Metzger, 2nd_ vice-president; 
G. K. Smith, director agency special 
services; T. J. Attridge, deputy man- 
ager, group department; R. C. Yohe, 
supervisor, unit manager training; 
Mariette C. McAneny, corresponding 
secretary, Equitable C.L.U. association; 
Margaret Forson Carlson, staff-training 
division. 

* * * 

Fidelity Mutual, Carter hotel, Eng- 
lish room. Lawrence J. Doolin, man- 
ager of agencies. 

* * * 

Franklin Life, Carter hotel, El 
Rancho room. J. V. Whaley, vice-presi- 
dent and director of agencies, and 
Charles Becker, Jr., vice-president. 

* * * 

General American Life, Statler hotel, 
parlor B. Powell B. McHaney, president; 
Frank Vesser, vice-president. 

ok * * 

Great-West Life, Hotel Statler, 
Tavern room. D. E. Kilgour, assistant 
general manager and director of 
agencies. 

* * * 

Guardian Life, Cleveland hotel, par- 
lors 26-28-30. Frank F. Weidenborner, 
agency vice-president; Edwin J. Phelps, 
agency director. 

* * 

Home Life of New York. Cleve- 
land hotel, Aviation room. William J. 
Cameron, chairman: John F. Walsh, 
vice-president and manager of agencies: 
Francis H. Low. assistant vice-president, 
and Robert W. Bremner, assistant 
vice-president. 

* * * 

Indianapolis Life, Carter hotel, 
Spanish room. Arnold Berg, agency 
vice-president: Dovle Zaring. manager 
of agencies: Ivan V. Snyder. educational 
director: Irving Palmer, assistant agency 
manager: Hobart Bridges, home office 
field supervisor. 

* * * 

Jefferson Standard. Cleveland hotel, 
Parlor 32-34-36. Karl Liung, vice-presi- 
dent in charge of agency operations: 
J. S. Causey, sunerinterdent of agencies. 

* * 8 

John Hancock, Cleveland Athletic 
Club. R. Radcliffe Massey, vice-presi- 
dent: Frank B. Maher. vice-president: 
George Vinsonhaler, 2nd vice-president: 
Arthur H. Dalzell, coordinator of sales 
and promotion, and Gradv H. Forgy, 
Tr., assistant manager of field training. 

* * * 

Life of Vircinia. Hollenden hotel, 

Association room. H. P. Anderson, vice- 
(CONTINUED ON PAGE 47) 


G. W. Page Succeeds 
James W. Smither 
as C. 1. U. Presiden 


First Vice-President 
Moves Up in Election 
at Cleveland Convention © 





ious sR 


The election of Gerald W. Page 
Provident Mutual, Los Angeles, as preg. 
dent of the American Society of CLY, 
was reported at the annual meeting of 
the society held at Cleveland during 
the N.A.L.U. 

Mr. Page has been first vice-president 
of the society. He succeeds James W 





Gerald W. Page James W. Smither 
Smither, Jr, Union Central New 
Orleans. 


Other officers elected are: Ist vice 
president, Fran Cooper, Southwestem 
Life, Fort Worth; 2nd vice president, 
George Neitlich, Metropolitan Life, 
Everett, Mass.; secretary, Harry Krue 
ger, Mutual, New York City; treasurer 
(re-elected), Frederick W. Floyd, Life 
of Virginia, Philadelphia. Leroy G 
Steinbeck, Philadelphia, is managing 
director. 


Directors elected are: New England- 
New York-New Jersey district, Leland 
T. Waggoner, Mutual Life, Boston; 
middle eastern district, Frederick J. 
Stevenson, Equitable Society, Pitts 
burgh; middie western district, Arthur 
H. Pickford, Provident Mutual, Des 
Moines; middle western district (unex- 
pired term) Lorraine Sinton, Mutual 
Benefit, Life, Chicago; western district 
(full term) Louis C. Halley, Security 
Life & Accident, Denver; western dis 
trict (unexpired term) Charles H. 
Biesel, Union Mutual Life, San Fran- 
cisco; southern district, W. Elwood 
Baker, New York Life, Washing: 
ton, D. C. 


Mr. Page. the society’s new president, 
is a life and qualifying member of Mil 
lion Dollar Round Table, and is a past: 
president of the Los Angeles CLU. 
chapter and the Los Angeles Life 
Underwriters Assn. 





Carry Union, Ark., Colors 


Looking in at the N.A.L.U. conven- 
tion sessions from the home office 
Union Life of Arkansas are John C 
Hickman, agency secretary: Burnus L 
Payne, home supervisor, and Miss Asa 
Jean Woolfolk, assistant secretary. In 
addition to representing the home office, 
Miss Woolfolk is attending to receive 
her C.LU. designation, and thereby 
become the first woman in Arkansas 
to win that honor. 
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Harry Wood Tells Why Life Insurance } tay cone ks cone 
Is the Best Investment for,Most People j 
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y) e can do better because of a Dumb. 
y) of reasons, one of the most impormy 


J. Harry Wood, Washington Uni- becomes crystal clear and logically financial liabilities of individuals? Ing deing that we are in an era of inf, 
sani pe i of on C. L. U. Journal, \ittefutable. other words, when will the individualY OO"? — - fixed oa dollar he 
be “hei off finan- yee ‘| °There is an investment dictum so have to call on his investments? j jonni Bgl bn “ Riad = 

: : : bs : : fe! 
cially if they would {important and so all-inclusive that When we answer this question, wef, estate have increased in price—and , 





everyone of us should be familiar with bring before us the four needs with’’he reasons that some of his mone 
it,” ne said, “It is this: The mature of which we are all so familiar; emer-/should go into equities and occasional, 
f) the investments made by any institu- gency cash needs, emergency disability ‘some bonds.” 
: tion are determined by the character needs, retirement, and death. ‘ The speaker then made commen 
ot its liabilities.” “There is nothing new in this enu- bonds as investments for the indiyid 
Mr. Wood then explored the mean- meration except perhaps the logic be- 45 ‘0 real estate, common stocks, ani 
ing of the dictum, illustrated its appli- comes clearer as to the nature of the ual investor. eel 
cation to several types of financial investments required, namely, life in- Long Cycles 
institutions, then took the final step surance. While you and I know this He reminded his listeners that te 
and applied it to the financial needs to be true we may as well realize that ¢state values move in long cycles, eithe 


in his talk at the 
N.A.LU. - L.U.C.T. 
luncheon Tuesday 
at the convention 
in Cleveland took 
as his thesis that 
most people would 
put more of their 
savings in life in- 
surance, that life 





insurance is the J. Harry Wood and problems of individuals. it is not accepted as true by a large pre ups = one Poa or ~~ 
' , ‘ and one up in the average life [iy 

nt for - percentage of your prospects and : 

best investment fo In applying the analysis to the invest- P€ 8 y Prosp and that we are now at the top of, 





practically everyone; that if individuals ment requirements of individuals, he Clients—if it were, much more life in- cycle with a decline to last probs 
will but analyze their investment needs said, “Here we must realize that there surance would be bought. One of the ot ee sathlie oe fone 6a sl 
and objectives as financial institutions are differences in kind and in degree reasons why it is not accepted is that cicsiaiiee ween ieee i. e. : 
must do if they are to be successful, and also there is a common pattern so many individuals believe that they logical time for such invesneaall’ 
then the thesis and the reasons for it for all. What is the character of the can do better for themselves by mak- Then Mr. Wood turned to comm: 
stocks and mentioned that oy 
people mentioned the stock marke 
breaks of 1929-32, of the late 3( 
and of 1946, but that too many pros 
pects today think of these breaks 4 
being history and not enough to dete 
them at the present time because th 
think that this is a new and differen: 
era, the era of inflation. Furthermore 
this prospect so often has confidence 
in his own ability to select, diversify 
and manage his investments. 

“So,” he said, “how successful can 
your prospect really hope to be. Lets 
look at the record during this so called 
new era. Nineteen fifty-two was a bull 
market year. At the end of the yea 
the market was at a 21-year high, yer 
447 of 1,076 common stocks listed on 
the New York Stock Exchange actually 
declined. Thus, the individual had 
very little more than a 50-50 chance 
for gain by correct selection, even in 
a bull year. 

Graphic Example 

“Another example: On Oct. 22, 
1952, and again on June 15, 1953, the 
Dow-Jones industrial averages stood at 
263. In the intervening eight months, 
the averages had run up 30 points 
then down again. How would the 
individual investor had fared during 
this eight months’ period assuming 
that he had made investments in the 
common stocks in the Dow-Jones aver- 
age. There are 30 stocks which make 
up this average. If our prospect had 





a partner... - fol NALA Prudential agent 





Se awe PRUDENTIAL AGENT j = - 






The Prudential Agent has a partner who 
works 24 hours a day making contacts for him. 


The partner works through Sunday news- purchased any one of 16 of them om 
papers . . . promotional booklets and folders Oct. 22, he would have had profits 

. radio . . . and television. His name is from one-half of 1% to 24% on Junt 
Advertising. 15; if he had purchased any of the 


other 14, he would have had losses 


Advertising works constantly to familiarize of from one-quarter of 1% to 17% 
the public with Prudential men, Prudential In other words, the individual woul 
insurance, and Prudential as a company. have gained or lost on his investment’ 


while the market returned to it 
original base. 
“Another illustration: The Dow 














eee Jones averages are now 30 to 40 points 
; ae md above the 1951, yet four out of 10 
T e P r U e n t l ad co _ stocks are now below their 1951 lov. 
oti as Office: “Finally one more: On July 10 
INSURANCE COMPANY OF AMERICA asco alee _ eal rn fd dh ge sin 
a mutual life insurance company peeves _—_ _ below their 1946 highs despite this 
long era of inflation and despite the 
= (CONTINUED ON PAGE 10) a 
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ple NOT ME! I want to live in a world with people... people I 
In Oct. 22, like... people who like me... people I can help. I want to 
lp. belong to a community... not merely rent a tiny space in it! 
ight months, Maybe that’s why I became an insurance man... 
> 30 points The other day I was watching young Matt Pearson 
_ would the hang out a shiny new shingle. ‘““Matt Pearson, M.D.” I had 
—— something to do with that. I sold Matt’s dad the policy that 
nents in the made sure his son would get the education that got him 
v-Jones aver- that shingle. 
which make Every place I go there are hundreds of examples of 
prospect had é ; , 
of them on the good I’ve done for my community . . . folks who enjoy 
had_ profit greater peace of mind because of my work. I can’t think of 
4% on June many professions where I would have made a good living 
= d rf and felt a greater sense of achievement at the same time! 
% to 17%. I’m glad I don’t live in a world by myself! I’m glad 
idual would that the Equitable Society is a part of that world. What’s 


—s more, I’m glad I’m a part of the Equitable Society. 
ne 





* * * 


The Dow 


to 40 points One of a series of advertisements illustrating how a representative of The 
- out of 10 : : ; ; : sagen 393 Seventh Avenue, New York I, N. ¥. 
rt 1951 low. Equitable Life Assurance Society serves his community by selling life insurance. 
July 10 of 
nmon sto 
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despite 
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Investment Value 
of Life Insurance 


(CONTINUED FROM PAGE 8) 





fact that the Dow-Jones averages had 
moved up 57 points namely, from 213 
to 271 or 26%. 

“The lesson is that market levels 
do not tell the story; in short a stock 
market average does not reflect the 
experience of the individual investor.” 

Mr. Wood then turned to bonds. 
Mentioning that long term govern- 
ments have declined 10 points during 
the past three years he asked, doesn’t 
this hurt the life insurance company 
as much as it hurts the individual in- 
vestor? The answer was no, it does 
not, and herein lies one of the funda- 
mental advantages of life insurance. 

Bond prices are down because in- 
terest rates are up; life insurance com- 
panies accordingly are making new in- 
vestments at lower prices or at higher 
yields so the decline in bond prices 
is of long-term benefit to the com- 
panies. They are making more profit- 
able investments rapidly, not only be- 
cause of continued growth in assets 
but also because of the rapid amortiza- 
tion of mortgages and private place- 
ments, So their interest return is rising 
and will continue to rise for some 
time ahead. 

“How about the individual investor, 
why can’t or doesn’t he reap the same 
advantage from lower bond prices or 
higher yields?” asked Mr. Wood. “He 
can but only to a limited extend because 
the individuals we are speaking about 
are those who have from only $500 to 
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Presiding at the National Underwriter Co. exhibition booth are George C. 
Roeding (left), associate manager at Cincinnati, and A. J. Edwards, resident 
manager at Detroit. 











average prices and very few of them 
have a steady repayment of capital for 
reinvestment as a result of amortiza- 


perhaps $5,000 surplus savings to invest, 
but this is the vast majority of those 


day’s lower bond prices would requir 
sale of presently owned bonds x 
a loss. 

“What then are the real reasons why 
life insurance is a superior investmep, 
even though it rests on the same jp. 
dividual securities as the individual 
might invest in? The reasons migh 
be summed in three statements. 

“These three statements are: (1) The 
individual pays premiums with dollars 
of average value and either he or his 
family, if the proceeds are taken op 
installments, receives average dollars jp 
return; (2) life insurance companies 
by their very nature grow in assets 
each year; from this fact flow importap: 
results: the companies make inveg. 
ments in poor times as well as in good 
times, hence at average prices; and 
(3) as a result, life insurance can and 
does deliver on its promise in full and 
without delay, at those uncertain time 
in the future when the individual mug 
call upon his investments namely, ip 
times of emergency cash needs, emer. 
gency disability needs, retirement, and 
death. Is this result possible through 
any other investment?” 





Editors Rely on Krueger 
for all News of C. L. U. 


E. A. Krueger, director of field sery. 
ice of State Life of Indiana, is handling 
the publicity for the American College 
and the American Society of C_LU. fo; 
the 15th year. Harassed insurance paper 
editors have come to rely gratefully on 
Ed Krueger's taking responsibility for 


Ist D 


with any surplus funds. 
“These people cannot make bond in- 
vestments every month and hence at 


all types of C.L.U. news at the con- 
vention. 


tion. Therefore in order for most 
individuals to take advantage of to- 
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: GRANT TAGGART BRYAN C. STANGLE 
to the 1953 NALU Convention Life and 1953 Qualifying Life and 1953 Qualifying 
a Member. Past Chairman, Member. 
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Million Dollar Round Table 
and Past President, NALU. 





ALFRED E. GAUMER J. J. “Hap” HALLAHAN BERT J. SCHAEFER 
Life Member. 1952 and 1953 1953 Qualifying 
Qualifying Member. Member. 


California-Western States Life Insurance Company 
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Appointment at 2 p.m. 


‘THERE'S a neighborhood game every Saturday afternoon at 2 o’clock. 
Bobby’s father ‘“‘calls” it every week. Not once has he heard the old familiar 
cry of ‘Kill the ump!’’. The kids think he’s great. 
Bobby’s dad is a life underwriter for the Great-West Life. Umpiring ball 
games and helping with other community activities are an important part 
of his life. Like most life underwriters, he is dedicated to the task of making 


people happy, healthy, and financially secure. Their future is his business today. 


Crean /aer Lore 


ASSURANCE COMPANY 


MEAD OFFICE - WINNIPEG, CANADA 
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The Sun Shines Bright 
In My Old Kentucky Home 
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Truly the sun of prosperity 


tion record. 


Aife 


LOUISVILLE 


a A 


reflects in Kentucky Home 


Mutual .. . an aggressive sales organization . . . backed by 
active home office cooperation . . . liberal agency contracts 


... coupled with streamlined sales and prospecting plans. 


Our Agency Program continues to bring many new and 
well-qualified underwriters to our Field Staff. Some good 
agency openings are available for qualified salesmen. 


Write us today, stating fully your experience and produc- 


Licensed in KENTUCKY, OHIO, INDIANA, TENNESSEE, 
ALABAMA, MISSISSIPPI and FLORIDA 


hentuchy Monee 
Arburance 


Mutual 
Company, 


\N\. KENTUCKY 








Home-Guard Fits BOTH 


Both¥to you and to your customers, Home- 
Guard Insurance brings important advantages. 

From your viewpoint, there’s a big advantage in 
mortgage loan insurance that is optional with each 
customer. From the customer's standpoint it 
makes real sense to cover the mortgage loan with 
life insurance at such reasonable cost. 

It is entirely logical that Old Republic should be 








the company to develop this improved Mortgage 
Loan policy. Through the past twenty years, Old 
Republic has become the largest company special- 
izing in life insurance on Consumer Credit, serving 
over 2,000 financial institutions. 


OLD REPUBLIC 
CREDIT LIFE INSURANCE COMPANY 
James H. Jarrell, Pres. CHICAGO, ILL. 














Marsh Bows Out Amid Quvation 


(CONTINUED FROM PAGE 3) 





conclusion. There had been previous 
indications that Mr. Marsh’s backers 
would nominate him from the floor it 
he should not be the nominating com- 
mittee’s choice. 

Consequently, as the applause for Mr. 
Gilmore’s nomination died away, there 
was an expectant hush as Mr. Marsh 
asked for the privilege of the floor. 
Only a handful in the room knew what 
he was going to do. 


Audience Stunned 


Made without build-up or fanfare, 
Mr. Marsh's seconding action caught 
the audience flat-tooted. They applauded 
at first in a dazed way. Then, as the 
full significance of Mr. Marsh’s move 
was realized—his forestalling of what 
might have been a bitter contest—the 
applause mounted tumultuously and the 
council members rose to their feet in 
a prolonged ovation for Mr. Marsh. 

When the applause finally con- 
cluded, President David B. Fluegelman 
told the council that Mr. Marsh’s action 
“was as much of a surprise to me as 
it was to the members of the council.” 
Citing Mr. Marsh’s action as an out- 
standing example of letting the good of 
the association outweigh personal con- 
siderations, Mr. Fluegelman said: “I am 
very proud to be the president of your 
association on this occasion.” 

The nominations for president were 
then closed. 

The nominating committee’s action 
in lifting Mr. Gilmore two rungs up 
the ladder instead of just one gave the 
committee more than a mere routine 
job in choosing a vice-president. Its 
selection was Robert L. Walker, Penin- 
sular Life, Orlando. He has been serving 
as trustee, his term expiring next year. 

Harry J. Syphus, Beneficial Life, Salt 
Lake City, who is this year completing 
a term as trustee, was the committee’s 
choice for secretary. 

Frank Alberts, Aetna Life, Rochester, 
president of the New York state asso- 
ciation, nominated from the floor 
Stanley C. Collins, Metropolitan Life, 
Buffalo, for secretary. He, also, con- 
cluded a term as trustee this year. 

With the nominations for president, 
vice-president and secretary closed, the 
suspense was over till Thursday, when 
the elections are scheduled. 


Bethea Unquestioned 


There'd been no question of Treasurer 
Osborne Bethea’s being nominated to 
succeed himself. The trustee slate was 
announced a week ago. The nominating 
committee’s recommendations are pic- 
tured on the next page. 

There were no trustee nominations 
from the floor when Mr. Hiller finished 
presenting his committee’s choices for 
trustee candidates. 

Then Mr. Fluegelman again spoke in 
tribute to Mr. Marsh’s withdrawal as a 
candidate for the presidency, saying 
that his action had voided what might 
have been a troublesome situation for 
the association. When he had con- 
cluded these remarks the applause broke 
gut again and those in the room rose 
to their feet and applauded very much 
as they had when Mr. Marsh announced 
his decision by seconding Mr. Gil- 
more’s nomination. 

Answering a question from the floor, 


: i 
Mr. Fluegelman announced that on 
1hursday tnere would be six truste 


candidates elected for two-year ter} 


and one tor one year to fill out the 
unexpired term ot Mr. Walker, ty 
nominee tor vice-president. 

ihe natuonal council had devoted th 
buik or the Monday morning session y 
extended discussion of the proposg 
by-law amendment increasing .Nauiong 
association dues trom $4 to $0. Ameng 
ments have to be acted on by the gep. 
eral convention Lhursday but to ayo 
discussion that might have run till late 
on that day, Presiaent Fluegeiman hag 
the nine proposed amendments dj. 
cussed. The council made recommenda. 
tions either tor or against on most of 
them. The dues increase went through 
by a large majority. Actions on thes 
proposals are reported in a separate 
story in this issue. 


Fluegelman to Report 


The opening session of the national 
council Monday was slow in getuny 
Started because of congestion at th 
registration desk. At previous annua 
meetings the committee meetings have 
preceded the national council sessions 
and there has been ampie ume tor reg. 
istration im advance of the counal 
deliberations. 

In his opening remarks, Presiden 
Fluegelman said he would give a report 
On the activities ot the association a 
the tirst general convention § session 
Wednesday but at the national counci 
session the various reports would give 
a good picture ot what has been going 
on in N.A.L.U.auring the past year. 

Vice-president Marsh was calied on 
but as has become a_vice-presidential 
tradition he gave no talk or report. 

Secretary Gilmore reported on the 
number of member associations in 
N.A.L.U. 

Mr. Betha reported as treasurer that 
the deficit was substantially less than 
the $9,550 deficit that was in the budg- 
et. However, he said that the tinancial 
committee does not wish to present 
deficit budgets in the future. 

As Mr. Bethea finished his report, 
President Fluegelman presented him his 
annual salary of one siiver dollar, to the 
accompaniment of resounding ap 
plause. 

In answer to a question, Mr. Bethea 
explained that when the $14,000 ex- 
pended for the building fund is repaid 
to N.A.L.U., there would not be a 
deficit. 


Reports Tentative 


Coming to the printed reports, 
President Fluegelman explained that the 
printed committee reports were tents 
tive, since the committees had not had 
final meetings. They were being pte 
sented to the council to permit the 
chairman and members of the respective 
committees to get the feeling of the 
council. He pointed out that the ft 
ports are being received by the national 
council and are not being accepted. 

Asking for the privilege of the floor, 
Treasurer Bethea said that he had made 
an error in explaining the expenditure 
in behalf of the building fund. 


Charles E. Cleeton, Occidental 0 
(CONTINUED ON PAGE 14) 
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THE 


64th ANNUAL 
CONVENTION 
OF N.A.L.U. 


rom CLEVELAND Gen. Agents & Managers 





AETNA LIFE INSURANCE 
COMPANY 


G. B. Chapman, General Agent 
G. B. Chapman, Jr., General Agent 
R. L. Decker, Senior Supervisor 
R. A. Westropp, Supervisor — 
G. G. Walsh, Mgr. Group Dept. 


MAin 1-5600 200 Union Commerce Bldg. 








DONALD E. TATUM 


Manager 
CONNECTICUT GENERAL LIFE INSURANCE COMPANY 


E. F. Ruffini, Asst. Mgr. 
E. C. Sommer, Group Mgr. 
Jean Cibula, Cashier 


.827 National City Bank Building 
CHerry 1-0483 








HARRY H. KAIL 
General Agent, Cleveland Agency 
CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 


Paul L. Field, C.L.U., Agency Assistant 
Henry B. Fields, Brokerage Manager 
Mary B. Holmes, Cashier 


510 Leader Building TOwer 1-6100 


THE HERMAN MOSS AGENCY 


The Equitable Life Assurance Society 
of the United States 
900 Union Commerce Building 
Cleveland, Ohio 


Greetings from 
Equitable Life Insurance Company of lowa 


Orville G. Welsh, General Agent 


Associates 
leroy C. Casterline Robert P. Cook 
Dean H. Edwards Preston Hanawalt Myron G. Harmon 
John C. Hoven Milton R. Ludwig James F. Morgan 
Clarence W. Parsell Thomas J. Sargous James A. Sterling 
Doyle Stocker John L. Weaver Lowell K. Weaver 
Ethel Wood Morgan A. Yates 


Paul B. Caster 





SS 





HAROLD A. GORDON, C.L.U. 


General Agenié 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


Telephone CHerry 1-5242 
Suite 1002 Keith Bidg. Cleveland 15 


GREAT WEST LIFE ASSURANCE COMPANY 


JOHN H. LENHART, C.L.U. 
AGENCY MANAGER 
1116-18 Keith Bldg. Phone SUperior 1-6900 


Life, Annuities, Group, Pension Trusts, Accident and 
Health—Complete Brokerage Facilities 


Welcome to Cleveland 
Hope Your Stay is Pleasant 
THE GEORGE H. PLANTE 
GENERAL AGENCY 


JOHN HANCOCK MUTUAL LIFE INSURANCE 
COMPANY 


1814 Keith Bldg. MAin 1-3360 








SETH A. BARDWELL & ASSOCIATES 


1010 Union Commerce Bidg. Tel. CHerry 1-0377 
LLOYD H. FEDER 
8th Fl. 1010 Euclid Bidg. Tel. CHerry 1-5830 


General Agents 
LUNCOLN NATIONAL LIFE INSURANCE COMPANY 


CLARENCE E. PEJEAU, C.L.U. 
General Agent 
Cleveland Agency 
MASSACHUSETTS MUTUAL LIFE INSURANCE 
COMPANY 
Ninth Floor, Hippodrome Building 
MAin 1-5680 
“We Specialize in Unusual Risks" 


L. W. McDOUGALL, C.L.U. 


GENERAL AGENT AND ASSOCIATES 


THE MUTUAL BENEFIT LIFE INSURANCE COMPANY 
445 HANNA BUILDING 


Thomas A. Card, C.L.U. 
Assistant General Agent 
Louise J. Kalies, Office Manager 
SUperior 1-8525 








E. CLARE WEBER, C.L.U. 


General Agent 
NEW ENGLAND MUTUAL LIFE INSURANCE COMPANY 


Henry Fleisher, Asst. to Gen. Agt. 
Calvin Rand, Brokerage Mgr. 


Fifth Floor, 509 Euclid Ave. 
TOwer 1-7600 


R. J. DOLWICK & ASSOCIATES 


NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


925 N. B. C. BUILDING 
Cleveland 14, Ohio 


CHerry 1-5840 


H. C. POLLOCK & ASSOCIATES 


R. B. aes Py Mgr. S. J. CAMPBELL, Brokerage Mgr. 
. BONNER, Manager A & H Sales 


enutdiaiiamdaamine Brokerage 


Representing 
OCCIDENTAL LIFE INSURANCE COMPANY 
OF CALIFORNIA 


300 Lincoln Bidg. East 6th and St. Clair Sts. 
Tel. SUperior 1-1150 








THE WILLIAM J. NENNER AGENCY 
WILLIAM J. NENNER, General Agent 
THE PENN MUTUAL LIFE INSURANCE COMPANY 
3030 Euclid Avenue 
Telephone: CHerry 1-6790 


PHOENIX MUTUAL LIFE 
INSURANCE COMPANY 
WILLIAM A. HUNT, Manager 
2000 Keith Building 
Phone: CHerry 1-0724 


WALTER H. BROWN AGENCY 
Suite 1130, The Hanna Building 
1422 Euclid Avenue Cleveland 15, Ohio 
Telephone: CHerry 1-6530 


ASSISTANT MANAGERS 
Benjamin A. Patch, Jr. 
L. Paul Ginter 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 








STATE MUTUAL LIFE ASSURANCE COMPANY 
of WORCESTER, MASS. 


incorporated 1844 
722 Leader Building 


a 


Tel. MAin 1-9420 











John Olsen, Service Supervisor 


2121 N. B. C. Bidg. CHerry 1-7877 








ba sr: Home Office Newark, N. J 
— 
W. ALLEN BEAM, C.L.U. SUN LIFE ASSURANCE COMPANY OF CANADA JAMES H. McCULLOUGH & 
General Agent ASSOCIATES 
Lewis C. Richards, Branch Mgr. MANAGER 


UNION CENTRAL LIFE INSURANCE COMPANY 


930 Keith Building 1621 Euclid Avenue 
Tel. MAin 1-9386 
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The average life insurance man, bless his heart, 
is literally hungry for sales ideas. That’s because 
sales ideas are the tools of his trade. It’s how 
he earns his bread and butter. 


American United Life’s agency department 

is aware of this simple fact of life. The brass 
do a lot of traveling and talking. They do a lot 
of listening, too. And like the bee that carries 
pollen from flower to flower, ideas are carried 
from one agency to another. The seeds sprout 
and pick up individual characteristics that turn 
out a harvest of new ideas. Incidentally, the 
agency department raises quite a crop of sales 
ideas on its own, too—sales plans that are 
practical and usable. 

Knowing about the bees and the birds and the 


flowers probably accounts for the record volume 
of quality business coming our way. 





AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 


INDIANAPOLIS, INDIANA 






















































We Hope You are Very Happy 
With Your Present Company 
and Will Stick With ’Em 


BUT 


If You Have Made Up Your Mind 
To Make a Change 


WE WOULD LIKE 





TO TELL YOU 
WHAT WE HAVE 
LIFE—ACCIDENT—HEALTH 
HOME OFFICE 
Second Floor—Boston Building 
DENVER, COLORADO 


V. L, TICKNER, President 














eens WOU hold its meeting Monday eve- 
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California, building fund chairman, said 
that the $14,000 was taken out of sur- 
plus and it has no effect on the deficit, 
whether it is repaid or not. The explana- 
tion, however, brought a further ques- 
tion, and Mr. Betha again took the floor. 

He explained that Mr. Cleeton was 
correct in saying that the money was 
taken from surplus and will be repaid 
to surplus. Consequently it does not 
affect the budget, operating expenses, 
or the existence or non-existence of the 
deficit. It was explained that the 
$14,000 advance to the building fund 
was carried as an account receivable. 

Explanations seemed to produce only 
further questions and Treasurer Bethea 
suggested that the report be mimeo- 
graphed and distributed to the council 
that afternoon. Applause greeted this 
suggestion and it was decided to do it. 

Reporting as chairman of the com- 
mittee on by-laws, Harry J. Syphus, 
Beneficial Life, Salt Lake City, said the 
committee is making no recommenda- 
tion at this time for or against the 
adoption of the proposed amendments. 
He said copies of the proposed amend- 
ments had been distributed to the 


council. 


Thanks Life Institute 


William D. Davidson, Equitable 
Society, Chicago, reported as chairman 
of the committee on public information. 
He paid special tribute to the help the 
committee has received from the Insti- 
tute of Life Insurance. 

He mentioned the institute brochure, 
How To Build Better Public Relations. 
Another booklet is The Most Respected 
Man in Town. This is not yet available 
but Mr. Davidson exhibited a dummy 
of it. 

Mr. Davidson suggested that local 
associations give more attention than in 
the past to appointing a competent indi- 
vidual to handle public relations. 

Mrs. Minna Henslev. Franklin Life. 
Salina, Kan.. presented without com- 
ment the report of the committee on 
women underwriters. There was no dis- 
cussion of it. 

Reporting for the committee on 
associations of which he is chairmen, 
Robert L. Walker. Peninsular Life. Or- 
lando, mentioned the value of holding 
leadership training schools in as near 
as possible to cities where the local 
associations are located or in the cities. 

Gerard §. Brown, Penn Mutual, Chi- 
cago, said that the small associations 
have trouble vetting their people nomi- 
nated for national office. He expressed 
the view that a greater effort should 
he made to get men from the smaller 
associations into N.A.L.U. activity. 


Agents Cautioned 


Tohn Kellam. National Life of Ver- 
mont. New Canaan. Conn., reported as 
chairman of the committee on relations 
with atrorneys. He warned that agents 
should be careful not to get over at all 
into the field of the lawyers. 

Reporting for the agents’ committee 
of which he is chairman, A. Tack Nuss- 
baum, urged that at the agents’ forum 
as many agents as possible attend. He 
mentioned that the committee of agents 


rae, 
ning and that this was open to every. 
body but the agents’ forum was only 
open to agents. 

William E. North, New York Life 
Chicago, reported as chairman of th 
A. & H. committee. 

Mrs. Bush submitted the report oq 
the training and education of a 
of which she is chairman. She did not 
discuss its contents, saying it was qj 
in the printed report. 

As chairman of the committee 
affairs of veterans and _ servicemen 
Louis J. Grayson, Travelers, Washing. 
ton, D.C., spoke briefly saying that fy 
the first time a comprehensive suryey 
is being made of benefits available tp 
servicemen and that it is to be hoped 
that a bill will be submitted soon afte 
the opening of Congress. 

The Monday afternoon session cop. 
cluded a few minutes after 5 pm. 


Committees Report 


All of Tuesday morning was given 
over to a reading and discussion of the 
reports of various standing and special 
committees. As usual, most of them had 
been printed in advance and a bookle 
containing a majority of them was dis. 
tributed at the meeting. Under this 
arrangement, the entire membership of 
the national council had the opportunity 
of listening to and in some cases making 
suggestions for changes in the reports 
before thev were put in final shape by 
the committee chairmen. A considers. 
tion of the reports at a meeting of the 
national council has the effect of dis- 
playing and outlining to the convention 
as a whole the numerous ways in which 
N.A.L.U. is functioning and the progress 
it is making. 

In opening the session, President 
Fluegelman explained that the presen- 
tation of the reports at the council 
meeting gave the various committee 
chairmen the benefit of the council's 
thinking. 

Mitchell M. Rosser, Phoenix Mutual, 
Boston, chairman of the committee on 
membership, was the first to offer his 
report. He said that the N.A.L.U. men- 
bership total has now reached 56541 
as compared with 55,558 a year ago. 
He urged all of those interested in an 
increase in N.A.L.U. membership to 
attend a meeting of the membership 
committee Tuesday evening. 


More Speakers Lined Up 


Newall C. Dav, Eauitable. Ia., Daven- 
port. reported as chairman of the speak: 
ers bureau committee. He said that 
through the cooperation of the Insti- 
tute of Life Insurance it is going to bk 
possible for an additional group of 
speakers to be available to the N.ALU. 
these being the editors of a number of 
newspaners in which the Institute ha 
been advertising. Such speakers would 
comment upon the newspaver adver: 
tising done by the Institute. This devel- 
opment of a new group of speakers 
has been handled by Donald F. 
the Institute’s director of public 
tions. Mr. Day explained that one 
the important activities of the yea 
been the taking down on tape 
ings of the addresses of the many 
nent speakers and editing them for 
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ON HAND 


Training Courses 


Accident & Health 
Casualty and Surety 
Essentials of Life 
Underwriting 
Property and 
Allied Lines 


Monthly Magazines 

Accident & Health 
Review 

Life Insurer 

Insurance Exchange 
Magazine 


Bulletin Services 


Accident & Health 
Bulletins 

Diamond Life Bulletins 

D.L.B. Agent’s Service 

Fire, Casualty & Surety 
Bulletins 





for all N.A.L.U. members 


our Hand — in heartiest congratulations! 


SCHHOHSHSOHSSSHSSSSHOSCEOOSESOOD 


our Mat __ in sincere Welcome before our exhibit 


sorcccecccseoooosoooooes (the spot where old and new friends get together) 


our Mark _— indicating Quality and 


SCOCHEESCO SEO OEE SOCEEOOCOE Service wherever you see it! 


TO GREET YOU 


Weekly 
Newspapers 


The National 
Underwriter 
(Fire and Casualty 
Edition) 

The National 
Underwriter 
(Life Edition) 


Other Services 


Argus Fire Chart 

Argus Casualty Chart 

Estate-o-Graph 

Little Gem Life Chart 

Unique Manual 

Time Saver (Accident 
& Health) 

Underwriters Hand- 
Books for 32 States \ . ® t] 

Books on all Insurance “All-Ways of Service to the Insurance Business’ 


Subjects 





G. C. Roeding A. J. Edwards 










Heo NATIONAL UNDERWRITER CO. 


420 EAST 









FOURTH STREET @e CINCINNATI 2, OHIO 
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Catherine Cleary Tells W. Q. M. D. R. T. About 
Sound-Money Program Under Way in Treasury 


Miss Catherine B. Cleary, assistant 
treasurer of the United States, ad- 
dressed the women’s Quarter Million 
Dollar Round Table Dinner She 
emphasized the place of life imsur- 
ance as protection and as savings and 
described in some detail what the 
Treasury Department is endeavoring 
to do to restore the purchasing pow- 
er of the dollar. 


By Catherine B. Cleary 


Early this month at the governors’ 
conference in Seattle, Secretary of the 
Treasury George M. Humphrey de- 
livered an address entitled “Saving Made 
America.” I urge any of you who have 
not seen the full text of that speech to 
get a copy and read it because it con- 
tains a dramatic description of the part 
that savings, including savings turned 
over to life insurance companies, have 


played in building America. In that 
address the secretary said: 

“Because somebody saved, America 
grew productive, prosperous and pow- 
erful... 

“Savings have made America. Be- 
cause somebody saved, we have jobs, we 
have all kinds of things for better liv- 
ing. We have food, transportation and 
everything that each of us has each day. 
not only for daily necessities and com- 
forts, but for livelihood itself.” 

The dynamic role of life insurance 
dollars invested in American industry 
makes a fascinating story, but your 
particular concern as underwriters is 
with the other part of the story—the 
part that deals with why and how some- 
body saved and with the way those 
savings later return to protect the fam- 
ily of the person who saved. You have 
a big influence on that part of the 








Do you? 


involved. 


Big ‘‘Plus”’ case. 


If you are interested 


in these ‘profitable 


Postal plus’ dollars 
which many of the 
country’s leading 


personal producers are 





YOUR COMPANY— 
“PLUS POSTAL”’ 


gives'a top combination for quality 
service. The ‘‘plus Postal’? is a very profit- 
able plus, one that every Broker and Surplus 
Writer should know about. 


If not, make the discovery now. 


You'll find that your “‘tough”’ case can be 
ably handled at Postal, regardless of the 
underwriting problem or the kinds of policies 


You can be sure, too, that your case will be 
in the hands of specialists all the way—from 
the time you give it to one of our experienced 
General Agents or Brokerage Managers to 
the time when it comes back to you as your 


one of our General Agents today. 


PosTAL LIFE 


511 Fifth Avenue, New York 17, New York 
GEORGE KOLODNY, President 





now getting, contact 


story and that is probably the main 
reason you are selling life insurance. 
Your job to you is not just a way to 
earn a living; it’s a way to perform a 
real service for your clients, to help 
them save in order to provide adequate 
financial protection for their loved 
ones. The most important compensa- 
tion you receive is not your commis- 
sion but the satisfaction you feel when 
you see the proceeds of a policy paid 
out to accomplish the purpose for 
which you sold it. 

The fact that life insurance needs 
to be sold points up an odd fact about 
human nature. Life insurance today is 
recognized as a basic part of almost 
every family’s financial program. Three 
out of four American families own it. 
As soon as a reserve has been set up 
in a savings account and savings bonds, 
the next step is usually to consider life 
insurance. Yet how many people call 
you up and say, “I think I should buy 
some insurance”? How many of your 
clients telephone you and say they need 
more insurance? In Wisconsin the 
state issues life insurance at a very low 
cost, yet little of it is sold. Few people 
come in on their own initiative to buy. 
The average American citizen, even 
though he may know he needs life in- 
surance, does nothing about that need 
until an underwriter comes to see him. 

This same intertia is apparent in the 
whole field of estate planning. Most 
people who own any property know 
they should have wills, and they also 
know that changes in the tax laws as 
well as changes in their families and in 
the kind and amount of property they 
own may make their present wills out- 
of-date and inadequate. Still, it’s just 
like pulling teeth to get the average 
client to sit down and make a will or 
a new will. He hasn't got time. Then 
he can’t make up his mind about how 
he wants to distribute his estate. Then 
he isn’t sure the draft does what he 
wants. A thousand delays and excuses 
put off doing what should be done. 
Perhaps it is the unwillingness, uncon- 
sciously, to look ahead to the day when 
he won't be here. In buying life insur- 
ance there is the additional problem of 
deciding to save the dollars for future 


protection rather than spending then 
now. 

Whatever the psychological reasoq, 
for delay may be, your job as unde 
writers is to help your client overcom, 
them and then help him arrange th 
kind of insurance protection he tealj 
wants for his family. Here you e, 
counter the finest, most unselfish trajg 
in his character. You see the strength of 
his desire to protect his family, pj 
willingness to work harder and say 
more and do without things himself 
in order to give his family more. Yoy 
see his typically American self-reliang 
his determination to provide protection 
himself and not rely on the govem. 
ment or anyone else to do it for him 
You find an instinctive understanding 
that thrift and independence go hand 
in hand and that financial independence 
is an integral part of personal freedom, 

You help your client translate his 
vague ideas of protection and security 
for his family into a specific life insur. 
ance program. You work out what kind 
of insurance he should buy and how 
much and how it should be made pay. 
able. Your client tends to rely heavily 
on your advice because he understands 
very little about the different kinds of 
insurance and their relative costs or 
about the settlement options and the 
ways they can be used. The kind of 
protection your client gets, therefore, 
depends a great deal on your skill and 
training. 


Public Lacks Information 


As buyer of life insurance, may | 
say that I think there is a need for the 
general public to be educated on the 
facts regarding life insurance and for 
policyholders to be given specific in- 
formation at regular intervals about the 
insurance they are paying for. 

Not many of us are as ignortant as 
the woman who returned a premium 
notice addressed to her husband with a 
note saying she was sorry but he had 
been dead three years and she could no 
longer afford to pay the premiums. 
Many of us, however, have very little 
understanding of the kind of invest- 
ment and protection we have in our 
policies. Life insurance advertising te- 
minds us of the motives that lead us 
to buy insurance but tells us very little 
about the kinds of insurance that are 
available and the reasons for buying 
one type of policy rather than another. 

I think a policyholder is better satis 
fied and feels more secure if he and his 
beneficiaries understand the nature of 

(CONTINUED ON PAGE 45) 








Colorado and New Mexico. 


32 Exchange Place 





COMMERCIAL TRAVELERS INSURANCE C0. 


Home Office: Salt Lake City, Utah 
LEWIS T. ELLSWORTH, President 
R. S. SATTERFIELD, Vice-President 
C. A. MOYES, Secretary-Treasurer 
A Capital Stock Company writing Life, Accident, Health and Hos- 
pitalization in the following states: Utah, Idaho, Nevada, Mon- 
tana, Oregon, Washington, Wyoming, Arizona, South Dakota, 





EXCELLENT AGENCY OPPORTUNITIES 
COMPLETE LINE OF POLICIES AND 
LIBERAL AGENCY COMMISSIONS 


Write 
LEWIS T. ELLSWORTH, President 








Salt Lake City, Utah 
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SAN FRANCISCO Salutes the 64th Annual Convention 
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CLIFF HENDERSON, C.L.U. 


Manager 
THE PRUDENTIAL INSURANCE COMPANY 
OF AMERICA 
GArfield 1-2315 
235 Montgomery St. San Francisco 4 








S. C. MARTIN 


General Agent 
NATIONAL LIFE OF VERMONT 
Telephone EXbrook 2-1942 
1 Montgomery Si.—San Francisco 4 








THE E. A. ELLIS AGENCY 


H. Kenneth Cassidy, C.L.U.—Gen. Agent Emeritus 
Joseph F. Tudor, Ass’t General Agent 
Leslie L. Grubin, Ass’t General Agent 
Viadimir S. Bebenin, Ass’t Gen. Agent 
Brokerage Dept. 
Pacific Mutual Life Insurance Company 
Douglas 2-7700 


660 Market St. San Francisco 4 








SHELDON BEISE 
Manager 
BANKERS LIFE COMPANY 
OF IOWA 
SUtter 1-2672 
350 Sansome St. San Francisco 4 


L. L. HIRSCHORN CHARLES JOSEPH 


HIRSCHORN & JOSEPH 


GENERAL AGENTS 
UNITED INSURANCE CO. OF ILLINOIS 
SUtter 1-1940 


275 Bush Street San Francisco 4 





ROBERT G. WALL 


Manager 
THE UNION CENTRAL LIFE 
INSURANCE COMPANY 
EXbrook 2-0082 


582 Market St. San Francisco 4 








EDWARD E. KELLER, C.L.U. 
General Agent 
THE LINCOLN NATIONAL LIFE 
INSURANCE CO. 
DOuglas 2-1834 


105 Montgomery St. San Francisco 4 


D. M. BROVAN — C. D. BROVAN 
Managers 
UNITED BENEFIT LIFE 
INSURANCE CO. 
YUkon 2-4200 
One Eleven Sutter St. San Francisco 4 





CHARLES S. BROWNING 
Manager 
ERIC W. ASHLEY, Brokerage Supervisor 
THE CANADA LIFE ASSURANCE 
COMPANY 
YUkon 2-4868 
58 Sutter Street San Francisco 4 








HARRY J. WALSH, MANAGER 
SAN FRANCISCO AGENCY 
WEST COAST LIFE INSURANCE CO. 
EXbrook 2-6760 


“Direct Home Office Service 
on Brokerage-Surplus Business” 


605 Market St. San Francisco 5 


M. V. “‘PAT’? LONERGAN 


West Coast Resident Manag 
BANKERS LIFE——-NEBRASKA 
YUkon 2-5325 
210 Post Street 





San Francisco 





MARK BARICHIEVICH 
General Agent 
OCCIDENTAL LIFE INSURANCE CO. 
HARRY FREEMAN, Agency Manager 
DOuglas 2-2912 
625 Market Street — San Francisco 5 








J. DENNY NELSON 


General Agent 


AETNA LIFE INSURANCE CO. 
Telephone YUkon 2-4040 


220 Montgomery St. — San Francisco 4 


E. V. “TED”? COLLINS 


Superintendent of Agencies 
WESTERN LIFE INSURANCE COMPANY 
EXbrook 2-1913 


544 Market Street San Francisco 4 


Brokerage or Surplus 


GREAT-WEST LIFE 
ASSURANCE COMPANY 


Sayre, Toso & Schaefer, Inc. 
GEORGE L. TREES, Agency Manager 
GArfield 1-0819 


315 Montgomery St. San Francisco 4 
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See 





RAYMOND DESTON, C.L.U. 


General Agent for Northern California 


Ze. aT — _® 
FE INSURANCE COMPANY 
or BesTon. Massacnuserrs 


DOuglas 2-7910 
1122 Russ Bldg. San Francisco 4 
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WILLIAM H. DUNKAK, C.L.U. 


Manager 
ACACIA MUTUAL LIFE INSURANCE CO. 
YUkon 2-5942 


635 Russ Building San Francisco 4 














F. J. VAN STRALEN, C.L.U. 
General Agent 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
Telephone GArfield 1-3866 
One Eleven Sutter St. — San Francisco 4 
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Hill Heads Session on 
Building Agency Prestige 


John A Hill, Aetna Life, Toledo, led 
a “room-hopping” discussion as part of 
the General Agents & Managers Con- 
ference program Tuesday evening dur- 
ing the N.A.L.U. convention, his subject 
being “Building Agency Prestige.” Fol- 
lowing are the main points that Mr. Hill 


brought out as discussion leader. 
By John A. Hill 
If you want to get above average 
results from men it is only natural that 
we have a set of guiding principles 
written out that guide us in our agency 
program and we can hardly achieve 









































interesting results without requisite 
raw material. 

Here are a few recruiting principles 
we follow that I give you not to guide 
you in your recruiting but so that you 
will understand the type of men we are 
trying to work with at the later agency 
development stage. 

1. We want young men—in age if 
possible—certainly in ideas. 
Men we can work with. 

Men who we expect to compen- 


sate adequately. 


Ve bo 








McKINLEY H. WARREN 
Manager 


BROKERAGE SOLICITED 


PHOENIX, MUTUAL 
LIFE INSURANCE COMPANY 


40 Broad Street Boston 9, Mass. 
LaFayette 0430 





ROBERT B. PITCHER 


General Agent 


Leber, 


LIFE INSURANCE COMPANY 
or Bosvom /assacnusir"s 


53 State St. 


CApitol 7-8300 Boston 9, Mass. 


FRANK T. BOBST 


General Agent 


oe 
LiFe INSURANCE COMPANY 
oF Boston. MassacnusETTS 


HAncock 6-0022 
49 Federal St. Boston 10, Mass. 








THE GENE HAYS AGENCY 
NEW ENGLAND MUTUAL 


Walter L. Downing, Asst. Gen. Agt. 
Richard A. McLellan, Training Sup. 
Chester Perrine, Mgr. Spec. Accts. 
Ray E. Desautels, Brokerage Mgr. 


THE VAN TASSEL 
INSURANCE AGENCY 
Brokerage and Surplus 


Life, Accident and Health, 
Hospitalization 


SHERWOOD H. VAN TASSEL 
General Agent 











HOWARD J. STAGG, Ill 


Manager 
R. S. Langley, C.L.U. Brokerage Mgr. 
100 Milk Street, Boston 9, Mass. 
HAncock 6-1030 


CONNECTICUT GENERAL LIFE 








Li 2-0553 80 Federal St. en “amt ot INSURANCE COMPANY 
a KIERAN J. HACKETT WILLIAM E. GROF 


Indemnity Insurance Co. 
654 Beacon St. 


KEnmore 6-2103 Boston, Mass. 


General Agency 
Varney W. Mosher, Brokerage Mgr. 
NATIONAL LIFE OF VERMONT 
Richmond 2-1790 


148 State St. Boston 9, Mass. 


General Agent 
MUTUAL TRUST LIFE INS. CO. 
of Chicago 
80 Federal St., Boston 10, Mass. 
Phones: Liberty 2-2540, 2-8490-91 














LAURENCE E. OLSON 
AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Home Office: Newark, N. J. 

W. E. Johnson, Brokerage Mgr. 

T. A. Hegland, W. W. Brown, 
Assistant Mgrs. 

Liberty 2-0954 
80 Federal St. Boston, Mass. 








WINSLOW S. COBB, JR. 


General Agent 
CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


HUbbard 2-0400 50 Congress St. 


Boston, Mass. 








THE JAMES M. VOSS 
AGENCY 
Union Mutual Life Insurance Co. 


Life-Group—Wholesale—Juvenile 
Non-can.-Commercial Sickness 
and Accident 
1042-46 Chamber of Commerce 
Bldg. 


Boston, Mass. HU 2-0568 
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4. Men with character, integrity 

ability. 

5. But above all men with imaging. 
tion. 


We do not have a quick indoctring. 
tion or training program. It is slow 
and painful and includes a home office 
training course of five weeks which We 
pay for. It is not infrequent that oy, 
new recruit is not in production fo 
three or four months. In fact, his firy 
six months may have little of eithe 
written or paid production. 

_ In fact, my own personal experience 
is at total variance with the L.LA.M.A’; 
that success is indicated by early 
production. 

Most early contract terminations are 
made because of the general agent; 
having insufficient capital, or lack of 
confidence in the training process of 
the general agent, rarely because the 
manager feels the new man will no 
ultimately be successful. As companies 
or general agents we have a Pathetic 
lack of courage and patience. Of which 
I will have much more to say later. 

Apathy After Training 

We have our man, we've trained him 
and he does well while he is in his 20s 
and early 30s. He survives a mild 
slump, he is exhilarated by a new busi- 
ness and wonder of wonders he finds 
he can sell. 

On the average we get this man on 
his feet so he doesn't owe us anything 
in about four to six years, certainly no 
less. He's making a satisfactory income 
and all of a sudden he starts coasting 
He doesn’t mean to, we don’t want him 
to but well, we've new men coming 
along, pressing personal problems of 
our Own, a recruiting quota with a 
certain number of new interviews each 
week to meet, an accident insurance 
objective, group supervision, lease and 
overhead problems. So what happens? 

We let this potential half-million dol- 
lar producer already trained, financed, 
and matured, slip along at a $250,000 
level. It’s just like a machine in which 
we have $25,000 invested allowed to 
produce at 70% efficiency — and | 
consider a quarter million dollar 
producer under 45 easily worth $25,000 
of our investment. 

What to do about it? 


Workable Categories 

Several years ago Elmer Wheeler 
wrote a book, Tested Sentences That 
Sell. Our tested sentences that we be- 
lieve are helpful in getting better than 
average results from average men fall 
into four general classifications (a) the 
incentive system; (b) prestige build- 
ing; (c) re-charge department; 
(d) power through momentum. 

We rely on five mainsprings of in- 
centive. By far the most important is 
our system of regional conferences 
similar to those employed by most 
companies. We constantly remind each 
producer of his week to week progress 
toward achieving this objective and try 
to get each to accomplish his goal in 
half the time allotted. We then set up 
new goals such as half a million dol- 
lars, or M.D.R.T. or better yet the 
various other incentives soon to 
described. 

To be on the app-a-week is just 4 
necessary as rain to a farmer. We have 
seven men with over 300 weeks of con- 
secutive production, two with over 700. 

(CONTINUED ON PAGE 30) 
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Reluctance to Sell 
Other Coverages 
[njurious tolJAgent 


The main problem in connection 
with marketing disability coverages by 
life insurance men appears to be their 
reluctance to accept the idea that acci- 
dent, health, hospitalization, major 
medical and other related coverages are 
hasically important, it was brought out 
at a General Agents & Managers 
“oom-hopping” panel session led by 
William E. North, New York Life, 
Chicago. 

Trained and schooled as most life 
men have been on the importance of 
life insurance as contrasted with all 
other coverages, there is considerable 
resistance to accepting the sale of these 
new coverages as a part of the responsi- 
bility of a life agent. 


Passive Attitude to Blame 


The origin of this resistance, where 
it exists, can often be traced to a passive 
attitude from the home office level 
through field management down to the 
“prass roots.” 

If this problem of building enthu- 
siasm for serving the public through the 
lisability coverages is to be developed 
the place to start. according to the panel 
members, is at the home office. Cer- 
ninly until those at the top adopt a 
forward looking attitude based on the 
importance of this coverage a consider- 
able amount of resistance can be ex- 
pected all down the line. 

The panel developed the fact that 
sme home office peonle look at dis- 
ability insurance as a sideline, a neces- 
saty evil—with importance similar to a 
fifth wheel on a wagon. It is felt some 
companies may have entered the field 
primarily to meet competition and in 
9 doing are offering limited policies 
and doing very little to educate and 
train the agents to serve the public in 
this broad area of the insurance 
business. 

It is also felt some companies do not 
give sufficient recognition to agencies 
or agents who are doing a good job in 
the disability fields to encourage them 
to expand their efforts. It was sug- 
gested that the companies doing dis- 
dility business along with their life 
business should. from time to time. ask 
the question as to how much life insur- 
ance would be put on the books if the 
ume emphasis they are now placing on 
divhility coverages was given to the 
life business. 


Same Weight for Others 

The disability business, in the opinion 
of the panel. should be given the same 
degree of thought and consideration, 
proportionately, as the various life 
coverages. It should be assumed that 
those companies entering the disabilitv 
field would want to develop a profit- 
able disability business. It should be 
tealized that in order to do this. time. 
study. planning, inspiration and monev 
constitute the price they must pay if 
thev are to have a sound, efficient and 
profitable production from the field. 

It was said that the past several 
months have seen an exnansion of 
home office interest and activitv in the 
disability fields. It is hoped the top 

l of agency management will ac- 


celerate this trend to the end that in 
the near future disability coverages will 
cease to be the “step-children” of these 
life companies. 

General agents and managers general- 
ly reflect attitudes of their immediate 
superiors. A positive home office pro- 
gram tends toward creating a positive 
attitude at the field management level. 

The discussion of field management 
centering about disability insurance de- 
veloped that there are three attitudes 
and to each one a number of agency 


men subscribe: 

1. There are those general agents 
and managers who are unalterably op- 
posed to life underwriters engaging in 
the writing of disability insurance. Some 
of these are just against it on general 
principles. Others feel they grew up as 
life men and are too old to change. Still 
others feel that with their present work 
load they haven’t the time to go into 
what seems to them a highly compli- 
cated new era of the business. Still an- 
other group have stated they are not 


going to encourage agents in their 
agencies to “get off the life track” 
because their organization is composed 
of life men who will always remain 
life men. 

2. There is a group of agency 
executives who have decided to accept 
the inevitable with reference to dis- 
ability insurance. They admit they 
don’t like it but since their companies 
have entered it they realize they must 
do something about it. Some of this 

(CONTINUED ON PAGE 27) 









He is a typical 


full-time member 
of the Field Force 


His outstanding 
achievements 
in 1952 


He uses 
Continental American 


Sales Plans 


His market 


is Preferred 





General Agency openings 
in Pittsburgh and 
- ;eaamet Western Pennsylvania 





uae 14 


ingly successful. 











Wilmington 


*% Average Total Paid-for Business. 
% Average Number of Sales . 
% Average New Sale . 


SSO 


The President’s Club is designed to give special 
recognition to every established and_ successful 
Representative—not a select few. Members partici- 
pate in an enjoyable and profitable convention 
meeting every year where they have an opportunity 
to meet old and new friends and exchange ideas with 


other successful Life Underwriters. 


$446,114 
39 
$11,439 


These include a complete Visual Sales Kit containing 
Organized Visual Presentations for a complete 
Planned Life Insurance Program Service and a num- 


ber of package sales plans. 


This is a natural market for a President’s Club mem- 
ber, since Continental American specializes in 
Preferred Class Risks and its sales material and 
policy equipment are geared to this market. The 
result is high quality business, satisfied policyowners 
and higher average sales—important factors in 


enabling Field Representatives to become increas- 


CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 


Delaware 
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120 S$. LaSalle St. Chicago, Illinois 
Telephone ANdover 3-1920 








Your Brokerage and Surplus Business Solicited 
All Forms of Ordinary Group and Pension Contracts 
Non-Cancellable Accident and Health 


JOSHUA B. GLASSER 


General Agent 


CONTINENTAL ASSURANCE COMPANY 
Illinois’ Leading Life Insurance Company 
39 So. LaSalle Street 
Chicago 3, Illinois CEntral 6-1296 











THE HUNKEN io | iy i yr 7 
AGENCY ‘a a) pe iT 


THE CONNECTICUT MUTUAL LIFE 


Telephone CEntral 6-5700 
One North LaSalle Street, Chicago 





















































H. G. SWANSON DON K. ALFORD & ASSOCIATES For Service—Iinformation—Field Assistance 
General Agent THE FORT DEARBORN AGENCY THE EARL C. JORDAN AGENCY 
BOB SWANSON THE PRUDENTIAL INSURANCE 
Associate General Agent COMPANY OF AMERICA MASSACHUSETTS —— 
NEW ENGLAND MUTUAL LIFE INSURANCE COMPANY A. P. Lasker, Brok. Mgr. R. M. MacCallum, Div. Mgr. Ce Soa 
Telephone HArrison 7-8090 L. M. Walter, Agcy. Ass’t Suite 1616, One North LaSalle Bldg. RA 6-0060 
3300 Board of Trade Building Suite 240, Board of Trade Bldg. Earl C. Jordan, General Agent 105 W 
Chicago 4, Illinois WAbash 2-5311 Wm. J. Nelson, Jr., Assoc. Gen. Agt. 
FREEMAN J. WOOD RALPH L. WELCH HANS A. FRANKE 
General Agent General Agent General Agent 
LINCOLN NATIONAL LIFE INSURANCE CO. BANKERS LIFE INSURANCE COMPANY OHIO STATE LIFE 
208 S. LaSalle St. Tel. CEntral 6-1393 ene INSURANCE COMPANY 
An Agency Well Equipped To “Brokerage Is Our Business”’ 5545-47 Broadway, Chicago 208 S$. | 
Handle Brokerage Business Suite 418—208 S$. LaSalle STate 2-2293 UPtown 8-7733 
PAUL W. COOK, C.L.U 
Generel Agent FRANK G. LOTITO CHARLES E. BUTLER 
Lorraine Sinton, C.L.U. General Agent General Agent 
Sales Production Manager 
August C. Hansch Lincoln National Life FIDELITY MUTUAL LIFE 
Agency Assistant Insurance Company INSURANCE COMPANY 
THE MUTUAL BENEFIT LIFE INSURANCE COMPANY Suite 528 120 S. LaSalle St. Tel. HArrison 7-3255 
One North LaSalle St. RAndolph 6-3444 CEntral 6-5631 1084 Board of Trade Bidg. Chicago 120 §. | 
Chicago 2 sal 
Panaracer sae 
Life - Substandard - Wholesale - Group 
Accident and Sickness—Hospitalization RAPPAPORT AGENCY NATHAN FUTTERMAN 
Group Pensi Pension Trust General Agents General Agent 
FRED S. JAMES & CO. GUARANTEE MUTUAL LIFE 
New York Since 1858 San Francisco PACIFIC MUTUAL LIFE COMPANY l 
Pittsburgh INSURANCE Minneapolis Earle S. Rappaport, C.L.U., Eugene Rappaport, C.L.U. —“Brokerage Exclusively”— 
Buffalo One North LaSalle Street Portland Suite A-1105 175 W. Jackson Blvd., Chicago S$. Le 
Los Angeles Chicago 2, Illinois Seattle 141 W. Jackson Bivd. HArrison 7-7244 WArricen 72988 . La 
Teleph Fl ial 6-3000 Chicago 
eee 
- One Stop Service for your Surplus and M 
pps — Canenere: _ THE Substandard Business a 
f ti it—we tell you who w 
CONTINENTAL ASSURANCE COMPANY RAYMOND J. WIESE AGENCY ee a 
Chicago Brokers Find our Ground Floor JOHN W. LAWRENCE, C.L.U. 
Offices Easily Accessible Provident Mutual Life General Agent 
Unexcelled Service in All Lines of Insurance Insurance Company 
SAM LELAND, MGR. A. H. WOHLERS, MGR. dalinethiteddie init ee 
Life Insurance Dept. Health and Accident Dept. 1820 
201 S. LaSalle St., Chicago 4 One North LaSalle St. Bidg. 135 S. LaSalle St. ANdover 3- 175 Ww. | 
621 S. Spring St., Los Angeles 14, Calif. Chicago, Ill. Chicago, Illinois * slab 
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MUTUALFLIPB® INSURANCE COMPANY 


FERREL M. BEAN 
General Agent 
39 South LaSalle Street 
Telephone RAndolph 6-9336 
Chicago, Ill. 











DUKE FRANK AGENCY 


State Mutual Life Assurance Co. 
Worcester, Massachusetts 


RAYMOND W. FRANK, GENERAL AGENT 


One N. LaSalle St. 
Chicago, Ill. 


DEarborn 2-1404 











J. GORDON MICHAELS 


Branch Manager 
Continental Assurance Company 
Associates: 
Jim Barber 
John Deering 
Jerry Groom 
Cele Lammers 


175 W. Jackson Bivd. WaAbash 2-3410 
























































Chicago 
ce GEORGE C. BEHRNS Robert J. Murphy & Associates 
; General Agent Robert J. Murphy, C.L.U., Manager THE A. D. CROW AGENCY 
Assistant Managers 
NEW ENGLAND MUTUAL LIFE J. T. Ritchie, C.L.U. A. J. Kirchberg, Jr. The Lincoln National Life 
INSURANCE COMPANY M. J. Bowens W. G. Leventhal Insurance Company 
M. J. Weil, Agency Assistant 
0060 Os See See — THE PRUDENTIAL INSURANCE CEntral 6-8013 
nein COMPANY OF AMERICA Suite 821 208 S. LaSalle St. 
105 W. Adams St. Chicago Suite A-1820 Insurance Exchange Bldg. Chicago 
CEntral 6-1300 Telephone HArrison 7-2500 
ROBERT L. SEILER THE UNION CENTRAL LIFE THE LIFE INSURANCE COMPANY OF VIRGINIA 
Manager INSURANCE COMPANY Richmond, Virginia 
—‘‘Brokerage Exclusively” — Elmer J. Grandson, Mgr. J. J. MILLER, Mgr. sD. A. MEDARIS, Assoc. Mgr. 
PAUL REVERE LIFE 
Robert E. Craig, Supvr. 
INSURANCE COMPANY , Suite 776-208 S. LaSalle Street 
208 $. LaSalle St. RAndolph 6-7364 208 S. LaSalle St. STate 2-8600 
Chicago Chicago ANdover 3-6876 
FRANKLIN LIFE 
FREDERICK I. SMITH W. J. DOWD Chicago Division 
General Agent . 
fe " General Agent Profitable Agency 
Brokerage Exclusively Opportunities Available 
INSURANCE COMPANY INSURANCE COMPANY 120 S. LaSalle St. Chicago 
OF NEW YORK 
CEntral 6-8648 allay rn va a ee ange F. J. BUDINGER 
hicago 120 $. LaSalle Street Chicago — REGIONAL SALES DIRECTOR 
incisal 
a eee 
LAMB, LITTLE & CO. STUMES & LOEB 
General Agents General Agents THE HENRY W. PERSONS AGENCY 
COLUMBIAN NATIONAL LIFE THE PENN MUTUAL LIFE INSURANCE CO. MUTUAL OF NEW YORK 
INSURANCE COMPANY Suite 1525 
Life-Accident-Health-Hospitalization One LaSalle Street Building, Chicago, lil. Telephone FRanklin 2-9700 
Group and Franchise Coverages Telephone RAndolph 6-0560 
ago Suite 605 38 S. Dearborn St. 
11S. LaSalle St. Chicago An Agency Especially Equipped to Educate Chicago 
Financial 6-4680 and Develop Steady Producers 
eS 
Ne | 
! MOORE, CASE, LYMAN & 
'HUBB ARD HAMILTON FERGUSON W. A. ALEXANDER & COMPANY 
will General Agent General Agents of 
General Agents 
U. j oA OCCIDENTAL LIFE INSURANCE COMPANY THE PENN MUTUAL 
y; chniffer LIFE INSURANCE COMPANY 
Murai flies INSURANCE COMPANY —‘Brokerage Exclusively” — 
Wade Fetzer, Jr. C.L.U. John H. Sherman 
C. T. Rothermel, Jr., C.L.U. Suite 2049 135 S. LaSalle St. 135 South LaSalle St. FRanklin 2-7300 
3-1820 1 Earl Montgomery ANdover 3-1883 Chicago 
75 W. Jackson Bivd. Chicago 
ene 
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THE NEW JERSEY LIFE ASSOCIATES, INC. 


STATE AGENT FOR NEW JERSEY 


OF 
CROWN LIFE INSURANCE CO. 


At Your Service 


M. DICKSTEIN, President 


General Agents 
JOSEPH H. CLEMENTS 


President Genera! Agents Section 
Crown Life Club 
Newark, N. J. 


S. E. LEIWANT, C.L.U. 


Member Million Dollar Round Tabie 
Newark, N. J. 


R. J. MORAFF 


Vice President General Agents Section 
Crown Life Club 
Paterson, N. J. 


A. J. WOHLREICH 


Member Million Dollar Round Table 
. J 


MORRIS-DALY inal 
ASSOCIATES ALFRED J. BERNSTEIN 
Newark, N. J. Trenton, N. J. 


I. FRISS 


Atlantic City, N. J. 


COMPLETE BROKERAGE 
AND 
REINSURANCE FACILITIES 


THe Crown LIFE 


HOME OFFICE: TORONTO, CANADA 
1180 RAYMOND BLVD., NEWARK, N. J. MITCHELL 22-2083 
$1,001,824,496.00 Insurance in Force 

















Nothing 
SINGS 
like 
SUCCESS 


and to hundreds of 
throughout the United States, Hawaii and Alaska 
the sweetest music is the rustling rhapsody of 
cheerful commission checks playing the accom- 
paniment to their rapid progress up the ladder of 
success. 


insurance salesmen 


Career insurance men find the unusually effective 
business acquisition methods and unexpectedly 
broad agent cooperation policies of Benefi- 
cial Standard Life to be the biggest factor in their 
rapid business progress. 


Write ]. N. Mitchell re General Agency Opportunities 


Bencficial 


STANDARD LIFE INSURANCE COMPANY 


HOME OFFICE: 756 SO. SPRING ST. 
LOS ANGELES 14, CALIF. 














Hugh Bell Talks on ‘The _ 


Four Motors of Success’ 


Hugh Bell, general agent of 
Equitable of Iowa at Seattle, ad- 
dressed the American Society of 
C.L.U. breakfast on the four factors 
he deems vital to success. 


By Hugh S. Bell 


When we see a gleaming airliner 
flash across the sky, its flight is so 
smooth and swift 
that we don’t stop 
to consider the vast 
amount of design- 
ing and engineer- 
ing skill required 
to develop it! And 
the very heart of 
this beautiful ma- 
chine is its power 
plant. Without its 
four powerful en- 
gines, it would be 
helpless and 
useless! 





Hugh S. Bell 


Born Talent Not Enough 


So it is with a life underwriter. The 
finest education and training, coupled 
with the highest skill and natural abil- 
ity, will not make him succeed unless he 
likewise has four powerful motors to 
drive him ahead. Many talented men 
with the best family and educational 
backgrounds fail miserably as life insur- 
ance salesmen. And others, less gifted 
and with practically no formal educa- 
tion or family influence, often soar to 
great heights. Why is this? It is be- 
cause, like the airliner, the men who 
win have four mighty motors! 


Desire is Necessary 


The first motor is desire. I spent 
seven years coaching, and my best 
athlete was a chap who was not blessed 
with much natural ability but more 
than anything in the world he wanted 
to be a star football and basketball 
player. He was light, not very fast, but 
he went far beyond men who were 
much heavier and faster! And today he 
is one of the great collegiate coaches. 
Why was that? Simply because of his 
intense eagerness to be a champion! 
So he made the most of what he had 
to work with! 

Fortunately. most of us have little 
desire to do things we are unable to do. 
In my case, I have no wish to be a 
painter, pianist or mechanic, and this 
is indeed lucky since I have little, if 
any. natural aptitudes for any of these 
fields. But sad to say, many men 
seem to have little desire to do things 
they are well able to do! So thev spend 
their lives as failures in vocations in 
which they could be highly successful. 
What a tragedy! 

We do well what we like to do. So 
a man must develop a liking for his 
work or he will surely fail. Jack Lon- 
don wrote, “The ultimate word is 
‘IT like’. It lies beneath philosophy, 
and is twined about the heart of life. 
When philosophy has meandered pon- 
derously for a month. telling the indi- 
vidual what he must do, the individual 
says in an instant, ‘I like’ and does 
something else and philosophy goes 
glimmering. It is ‘I like’ that makes the 


_ to make the honor rolls and Leaders 


drunkard drink and the martyr weg , 
hair shirt; that makes one man , 
reveller and another man a hermit; thy 
makes one man pursue fame, anothe 
gold, another love, and another Gog 
Philosophy is very often a man’s Way 
of explaining his own ‘I like’.” 

If this be true, how may a man de 
velop his zeal and desire to succeed) 
Here are some suggestions: 


Think Self Great 


1. Picture yourself as a champion 
life insurance man. Think of the grea 
rewards that come to the men who 
to the top. Remind yourself of the 
many things you would like to do jf 
you had the money and leisure later 
in life to do them. Picture the elation 
that will come to you in the pride of 
your friends and family in your leader. 
ship! Watch some of the top under. 
writers as they work, and stir up you 
own desire to emulate their examples 
Imagine yourself as a winner! Aspire 


Lists! 

2. Don’t scatter your fire. Paul said. 
“This one thing I do!”—and his bum. 
ing zeal was irresistible. There’s no 
profit or glory in being “Jack of all 
trades and master of none.” Dwell on 
the attractive features and advantages of 
vour main job. Read the latest life 
insurance books and magazines. Study 
your job! Talk to successful men. 


> 


3. Face the music. It is absolutely 
essential and mecessary that a man 
desire to succeed! If you cannot build 
a red-hot eagerness to excel as a life 
underwriter, then by all means enter 
some other work which will fire your 
imagination and which you will en 
iov doing! 

The second motor a man must have 
is confidence. To succeed, a man must 
have a serene confidence in himself and 
his ability to do the job. This doesn't 
mean that he considers himself a super- 
man or a world-beater. But it does 
mean that he feels that what other 
men have done, he can do also. The 
great men of our business are usually 
rather ordinary men who are extraordi- 
narily industrious and eager to succeed. 
So he may have faith that by following 
their examples, he likewise has a fine 
chance of being a winner! 


Confidence in System 

Furthermore, he must have confi 
dence that his plan of work and his 
sales methods are right. With th 
splendid sales courses available, an 
intelligent and energetic man may kk 
very sure that if he follows simok 
instructions. he will succeed. Practicalh 
all men who fail, fall by the wavside 
because they do not work svstematicall 
nor really learn their sales stories. 

A man who has faith in himself an! 
in his methods rides over temporafj 
obstacles and discouragements realizine 
that the well-known “law of averages 
will indeed take care of him. Cont 
dence is the result of a reasonitt 
process. A man’s judgment assures hit 
that he will win, since he has t 
essential natural qualities and also his 

(CONTINUED ON PAGE 26) 
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GREETINGS 1 ie N.ALL.U. rom TEXAS 





Republic National Life Insurance 
Company 
Theo. P. Beasley, President 


Home Office, Dallas, Texas 


Our Best to N.A.L.U. 
Great American Reserve 
Insurance Company 
Home Office, Dallas, Texas 


Travis T. Wallace, President 
Glen Wallace, Agcy. V. P. 


SOUTHWESTERN LIFE 
INSURANCE COMPANY 


James Ralph Wood, President 
Dallas, Texas 


“Fifty Years of Faithful Service to Texans” 
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Mercantile Security Life 
Insurance Company 
Dallas, Texas 


J. Neelyhandrum, Pres. 


Floyd V. Gish, C.L.U., 
Agcy. V. P. 


John Mills, Chr. of Bd. 
J. N. Nutt, Ex. V. P. 


Greetings to N.A.L.U. 


Continental Life Insurance 
Company 
Home Office, Fort Worth, Texas 


STERLING HOLLOWAY, Pres. 


D. C. Beasley, Ex. V. P. 
F. L. Schultz, V. P. and Agcy. Dir. 


GREETINGS FROM 


THE PRAETORIANS 
Home Office - Praetorian Bldg. 
Dallas, Texas 


Jno. N. Harris, President 








ANICO 


First in Texas 
First in the Southwest 
18th in the Nation 


AMERICAN NATIONAL INSURANCE 
COMPANY 


W. L. Moody, Jr., President 


Galveston, Texas 








An Agents’ Company Organized 
For Agents 


When in Texas Visit 
American Country Life Ins. Co. 


Home Office - Houston, Texas 





Warren M. Fleming, V. P. 


saill 


United Bankers Life Insurance 
Company 


Home Office - Dallas, Texas 


D. J. Willmon, President 








Greetings N.A.L.U. 


TEXAS PRUDENTIAL INSURANCE 
COMPANY 
Galveston, Texas 
S. E. Kempner, President 


A Good Name We Have— 
A Good Name We Shall Keep 


AMERICAN GENERAL LIFE INS. CO. 
Home Office - Houston, Texas 


Burke Baker, Ch. of Bd. 
Benjamin N. Woodson, C.L.U., President 
Ford Munnerlyn, Vice President 


Tennessee Life Insurance 
Company 


H. O. Houston, Texas 








Congratulations N.A.L.U. 


SOUTHLAND LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 
“Serving Since 1908”’ 











Great Southern 
Life Insurance Company 


Home Office - Houston, Texas 








THE GIBRALTAR LIFE INSURANCE 
COMPANY OF AMERICA 


Home Office, Dallas, Texas 


W. E. Nettle, President 
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SUB-STANDARD and $pI 


Earl H. Weltz & Company is a separate 
Organization— operating independently of all 








Life Insurance Companies—applying the 
“Lloyd's of London” idea to the Life Insurance 


Business. 


We are not in the employ of any Company 
but represent many companies as general agents. 
Because of the broad scope of coverage, pro- 
vided by these Companies collectively, we are 
equipped as a Life Insurance Clearing House, 
to furnish to every man in the Life Insurance 


Business no matter where located — 


A UNIVERSAL SERVICE 








First Year and Renewal Commissions are paid and papi you 


EARL H. WELI 3 


LINCOLN LIBERTY BUILDING Ky 


Telephone: hen 6 
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id $PLUS LIFE INSURANCE 


Our specialty is Extra Risk or Sub-Standard 
Life Insurance. For large cases, either standard 
or sub-standard, we can supply the surplus 
amount required beyond your own Company's 
retention. We are not in competition with your 
own Company but we would like to work with 
you on risks which they do not accept—or 


on surplus. 


Each Company we represent has been carefully 
analyzed and selected on the basis of character 
and proved ability of management, financial 
strength, high earning power land sound under- 


writing. 


id and eof you by the Company issuing the Policy Contract 


ELT s COMPANY 





PHILADELPHIA, PA. 


lephone: fhouse 6-714 
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URGES SELLING OTHER COVERS 


(CONTINUED FROM PAGE 19) 








soup admit knowing little or nothing 
qbout disability insurance but admit 
they must begin to learn —" 
about it. They are hesitant to disturb 
their good men and a comment was 
recently heard where one stated he 
thought he would turn his marginal 
agents loose in this field. Still others 
have the attitude they aren’t going to 
do much about the disability coverages 
until his company begins to push him 
for results. 

3. The vast majority of agency 
executives, in the opinion of the panel, 
have enthusiastically accepted disability 
insurance as a new opportunity and a 
new challenge for them and their as- 
sociates. They believe in the importance 
of disability insurance; they see it as an 
opportunity to expand their company 
services. They believe disability insur- 
ance serves a vital social and economic 
need. They believe it will broaden 
their life markets. They also believe 
these new coverages are a challenge to 
them and their associates and that it is 
their obligation to meet this challenge 
without delay. 


Team-Work Necessary 


Finally, it would appear from the 
discussion that the key to gearing life 
men to write A. & H. insurance is 
team-work. The home office must set 
the pace; field management naturally 
follows this lead: agents take their cue 
from both the home office and the 
field management. 

The discussion centered for some 
time around the subiect of the training 
process needed if life men are to be- 
come successful underwriters of disabil- 
ity insurance. It was agreed more educa- 
tion and better training preceding field 
work is essential because one sour case 
can offset 10 good ones. 

It was brought out there are some 
who view the disability business as 
“tticky” and that only through compe- 
tent agents can this impression be cor- 
rected. Disability training isn’t filtering 
down fast enough from the home office 
to the agents and this filtering process 
should be accelerated. 

Contrary to some thinking, group 
coverage is not a substitute for personal 
disabilitv coverage. The panel agreed 
that it alone is not sufficient, that acci- 
dent. sickness, hospitalization and other 
coverages are essential. regardless of 
group coverage. A limitless opportunity 
exists for serving the public through 
personal underwriting of this business. 


Knowledge for Selling 


An important suevestion was brought 
out in the discussion. Probably the 
secret of persuading life agents to write 
accident and sickness is to arouse their 
desire to learn about it and then pro- 
vide the education and training neces- 
sary to enable them to do an excellent 
iob when they call on their prospect. 
They must be persuaded that an organ- 
ized presentation based on the needs of 
their prospective clients is just as im- 
Portant in writing disability insurance 
a in writing life insurance. 

Some discussion was held relative to 
the question when new agents should 
start their training in the disability 


business. There was general agreement 


that the most effective training today 
is based on training on both at the same 
time—life and disability insurance. It 
was the opinion of the majority that 
if this is impossible then train on dis- 
ability insurance first. It was agreed 
that the greater frequency of sales in 
the disability field has a positive effect 
on a new agent and tends to reduce dis- 
couragement to failure in the early 
months in the business. 





Wugh Bell Describes 


Four Motors of Success 
(FROM PRECEDING PAGE) 


were by far the best property I owned. 
I still feel that way about them. 

(c) Do a really fine job of pro- 
gramming your insurance. It helps in 
two ways! It makes you more enthusi- 
astic about your policies and it also is 
the very best selling device there is, as 
many men will testify! My own pro- 


gram and the list of my policies which 
I carry in my pocket diary have sold 
scores of policies for me. My enthu- 
siasm for my own policies is contagious! 

(d) Don’t impair your insurance. 
Many men lose the power and inspira- 
tion of their insurance policies by bor- 
rowing on them. One of the best 
potential life underwriters I ever knew 
never quite made it. I always thought 
one of the reasons was that he never 
did have his own policies in the clear. 
In order to save one or two percent, 
he would hock them at the bank, rather 
than do his financing otherwise. I’m 
sure it cost him thousands of dollars, 
since he lost his pride in his own 
insurance! A man’s life insurance 
should be his back-log, his final haven 
of refuge and his pride and joy! 

2. He must have a conviction that 
honest and intelligent effort is never 
Jost. When a life underwriter really 
believes this, he will work with confi- 
dence and pleasure. He will not have 
the dreadful worry that plagues so many 
men who sell. He will be certain that 


he will be rewarded for his efforts. 
This is a wonderful feeling! To foster 
this attitude, here are three suggestions: 

(a) Adopt the “piecework philos- 
ophy” of life insurance selling. A little 
reflection will convince any man that 
his work may be broken ‘down into a 
certain number of necessary activities. 
These might be contacts, interviews, 
new names secured, and cases prepared. 
By assigning a value to these units of 
work according to the average income 
earned, he can soon develop the feel- 
ing that he is not paid for sales, but 
for the performance of the activities 
that produce sales. This is a healthy 
feeling for a salesman, as we all can 
testify! 

(b) Concentrate your attention on 
the means and not the end! The results 
will come automatically, if a man really 
determines to do a good job on the 
work that produces the results. A su- 
preme conviction in the inevitable 
rewards of persistent, intelligent work 
makes a man strong. He is not dis- 

(CONTINUED ON PAGE 31) 
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CLEVELAND 


The Ohio National Life Insurance Co. 
welcomes you—one and all—to its great 
home state of Ohio, and to the 64th 
Meeting of the N.A.L.U. 


We know that your visit to Cleveland 
will be a pleasant and profitable one, 


and that the future will continue to see 
the success and advancement of life 
underwriting. 


¥%& CINCINNATI 
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DOWNTOWN AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Home Office — Newark, N. J. 
EUBANK & HENDERSON, Managers 
40th Floor—40 Wall Street, New York 5 
Digby 4-0040 








L. W. SECHTMAN 
General Agent 
AB TNA LIFE INSURANCE COMPANY 
60 East 42nd Street 


New York 
MUrray Hill 2-0200 


Lincoln Building 








THE soo ox AGENCY 


BERKSHIRE LIFE INSURANCE COMPANY 
921 Bergen Avenue, Jersey City 6, N. J. 
Newark ; ed City 
MArket 2-2242 JOurnal Sq. 4-1724 
New York: REctor 2-4540 
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Greetings 


64th ANNUAL MEETING 


FROM THE NEW YORK 





WHEELER H. KING, C.L.U. 


General Agent and Associates 
NEW ENGLAND MUTUAL’ LIFE 
INSURANCE COMPANY 


342 Madison Ave. New York 17, N. Y. 
MUrray Hill 7-5560 


KRUEGER & DAVIDSON 
AGENCY 


THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


386 Fourth Avenue, New York 
Harry Krueger, C.L.U. Walter S. Davidson 
General Agents 


EDWIN J. ALLEN 
HAROLD G. PRATT 
General Agents 
JOHN HANCOCK MUTUAL 
LIFE INSURANCE COMPANY 


225 BROADWAY BArclay 7-1070 
NEW YORK, N. Y. 








THE JULIUS M. EISENDRATH 
AGENCY 


THE GUARDIAN 
LIFE INSURANCE COMPANY 


1800 Empire State Building New York 1 


CHickering 4-4400 


SAMUEL D. ROSAN AGENCY 
INC. 


General Agent 
S. D. Rosen, Chairman of Board 
H. J. Rosan, President 
CONTINENTAL 
ASSURANCE COMPANY 
76 WILLIAM STREET NEW YORK 5, N. Y. 
WHitehall 3-7680 


O. A. KREBS 
General Agent 


AETNA LIFE INSURANCE COMPANY 


151 William Street, New York 38 
REctor 2-7900 








DAVID A. CARR AGENCY, 
INC. 


CONTINENTAL ASSURANCE 
COMPANY 


1780 BROADWAY AT 57th STREET 
New York 19, N. Y. JUdson 6-4660 


CAMPBELL & DEMAREST 


General Agents 


MANHATTAN LIFE INSURANCE 
COMPANY 


Complete Brokerage Service 
PLaza 7-6572 


120 West 57th St. New York 19, N. Y. 


JOHN H. EVANS 
Manager 


HOME LIFE INSURANCE COMPANY 
William E. Thomson, Brokerage Asst. 
55 West 42nd St. New York 18, N. Y. 
OXford 5-1434 








C. W. SABIN, Manager 
THE JOHN STREET AGENCY 


CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 


55 JOHN STREET NEW YORK 38, N. Y. 
WOrth 4-6060 





BOOKSTAVER AGENCY 


SECURITY MUTUAL 
LIFE INS. Co. 


NEW YORK 17,N. Y. 
CHickering 8-8330 
BURTON J. BOOKSTAVER, General Agent 


500—Sth AVE. 


THE CHARLES B. KNIGHT 
AGENCY, INC. 
General Manager 
THE UNION CENTRAL 
LIFE INSURANCE COMPANY 
225 Broadway New York 7, N. Y. 


CHARLES N. BARTON. Pres. 
Maurice Ziff, V. Pres. Hubert E. Davis, V. Pres. 








LAMBERT M. HUPPELER 
AGENCY 
JOHN GUTTERMUTH, Brokerage Mgr. 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


527—Sth AVENUE, NEW YORK 7, N. Y. 
MUrray Hill 7-0800 











JAMES F. MacGRATH, JR. 
General Agent 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


84 WILLIAM STREET NEW YORK 38 
HAnover 2-7865 








THE SULLIVAN AGENCY 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
of Philadelphia 
Arthur L. Sullivan Edward J. Emmet 
General Agent Supervisor 
107 William Street New York 38, N. Y. 
WHitehall 4-5926 
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To THE N. A. L. U. 


ar Cleveland 


GENERAL AGENTS AND MANAGERS 





JOS. D. BOOKSTAVER AGENCY 
INC. 


THE TRAVELERS INSURANCE CO. 


Guaranteed Low Cost Life Insurance 


Saul Rosenstein M: Goldstein 
Manager {ssoc. Manager 


110 William St.—WO 2-5800 








HOEY AND ELLISON LIFE 
AGENCY INC. 
WALTER W. CANNER, President 
KOUITABLE LIFE INSURANCE CO. 
OF IOWA 


118 William St., 38, N. Y. 
129 Church St., New Haven 


BA 7-4800 
8-4114 








THOMAS W. MELHAM, C. L. U. 


Vanager 
THE PRUDENTIAL INSURANCE CO. 
of AMERICA 
Brokerage Managers 
E. B. Eichengreen C. W.Palady C.J. Weppler 
21st Floor, 161 William St., 38, N. Y. 
COrtland 7-4363 





















































ST 
Congratulations to My Partner 
as General A gents President 
fia e : c Of the Life Underwriters Association of New York 
{ CONNECTICUT AL We ¢ P ° 
L oe sik pitas fe ah me fbn Henecch Harry A. Gruber Life Associates 
VY Ae ee ate i. ak. tay apenas Formerly GRUBER. LYNCH & SLOANE 
149 Broadway, N. Y.6 1440 Broadway, N. Y. 18 Suite 1701, 110 E. 42nd St., New York : General Agents : meee 
y 7-1070 BArclay 7-9300 MUrray Hill 6-4445 CONTINENTAL ASSURANCE 
111 John St., N. Y. 38, N. Y. BEekman 3-4545 
Telephone MURRAY HILL 2-4500 LOUIS REICHERT L. I. LESTER 
DAVID MARKS, JR., C.L. U. General Agent, Life Dept. General Agent 
Conmal Agents te ve cia dei ola MUTUAL TRUST 
LIFE INSURANCE COMPANY 45 John Street, New York Tel. RE 2-7282 45 John St., New York City COrtland 7-6030 
17 E. 42nd STREET NEW YORK FRANK S. GROH, Manager Mitchell Goodstein, Manager Brokerage Dept. 
ROSWELL W. CORWIN, C. L. U. _ THE BRAGG AGENCY THE MACCABEES 
General Agents JAMES ELTON BRAGG, C.L.U., General Agent Metropolitan Agency 
ANY NEW ENGLAND MUTUAL LIFE THE GUARDIAN LIFE INSURANCE e 
| INSURANCE COMPANY COMPANY OF AMERICA 
oN Y 150 BROADWAY NEW YORK 338, N. Y. Home Office Agency 60 EAST 42nd St. NEW YORK CITY 
ee: 50 UNION SQUARE, NEW YORK 3, N. Y. 
BEekman 3-6620 GRamercy 3-3000 MU 2-1630 
| A. J. JOHANNSEN 
5 A 5 eee MICHAEL Jd. DENDA CHARLES SCHIFF 
Resident Vice President Manager 
eee NORTHWESTERN STUYVESANT AGENCY 
MUTUAL LIFE UNION MUTUAL LIFE INSURANCE . : pases eye 
‘ Patines ua THE PRUDENTIAL INSURANCE CO. 
: COMPANY 2 wae yy of AMERICA 
» N.Y. | 1) a trinity Place 136 Greenwich St. i a, | ae ents We Suite 729 Chrysler Bldg. New York 17, N. Y. 
> Pres. New York Hempsted, N. Y. VAnderbilt 6-2355 MUrray Hill 6-3070 
RUSSELL E. LARKIN THE MUTUAL RAYMOND F. THORNE, C. L. U. 
Manager BENEFIT LIFE General Agent 
att INSURANCE 
ee euT GENERAL LIFE ‘apn COMPANY Over 100 Years of Security and Service 
met SURANCE CO. OF HARTFORD RTHUR V. YOUNGMAN BERKSHIRE LIFE INSURANCE CO. 
N.Y 225 BROADWAY, N. Y. 7, N. Y. pnd deen 1527 Franklin Ave., Mineola, Garden City 3-1840 
, 2 9. Oe é . a. . TL: . ™ 
REctor 2-6633 135 Broadway, New York City REctor 2 175 Main St., White Plains, White Plains 8-2007 
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LIFE’S FOUR GREAT LOVES 


of a husband for his wife 


Love 
Love of parents for their children 
Love of children for their parents 


Love of economic security and independence 


Wherever these great loves exist, there is a 
need for life insurance and the services of a 


competent life underwriter. 





LLIFE 


com PANY 


Salt Lake City, Usui 





INS 


David O. McKay, President 








Again—Our Objective is to Help 


—WHO?—Our Brokers — Career Men — General Agents 
and Regional Supervisors. 

—DO WHAT?—Make Money. 

—WITH WHAT?t—A complete kit of the best and more 
liberal life, accident, health, wholesale group and 
creditors group. Ages birth to 76. All with unusual 
and salable features that build big incomes. 

—HOW?—Through complete appreciation of the field- 
men's problems by home office top executives who 
can and will do something about them. 

—SO WHAT?—We are ex>anding — Growing WITH 


our men. 


PLANNED EXPANSION 


Our expansion plans have created exceptional openings for several additional 
regional supervisors. Our supervisors are compensated with salary, expenses, and 
incentive bonuses, resulting in better income for the producer who can qualify. 
Positions open in Missouri, Kansas, Oklahoma, lowa, Nebraska, Minnesota, 
North and South Dakota. For information, write--B. Taylor, vice president, 
There ARE opportunities with this good growing company. 
» Our Regional Supervisors agree there is a real opportunity 
for EXPANSION with“us. 






hl NATIONAL FIDELITY 


i Rage 
pecs Lf OA 
fe ae ° £ < 
jeunenic WIMUPFANMCE loi frcny/ 


there 


~ 





W. RALPH JONES Anrecezont 


oo 


RANSAS City 6. MISSOURI 
Thirty-Eighth Year of Faithful Service 
ACCIDENT * HOSPITALIZATION © HEALTH & LIFE © WHOLESALE GROUP 





BUILDING AGENCY PRESTIGE 


(CONTINUED FROM PAGE 18) 





The man of the month is a very 
important part of our incentive plan. 
The agent who has the best all ‘round 
record of production in various 
categories has a bulletin with his pic- 
ture on it and is invited to the annual 
man-of-the-month recognition dinner. 

Every quarter we have a new advis- 
ory committee. It is composed of the 
first five leaders in various departments 
of the business. Definite actual prob- 
lems such as recruiting, high expense, 
new supervisory help and contests are 
taken up in these meetings with the 
chairman reporting back to the whole 
agency group. This is new but has 
great promise of future value. 


Agent-Inspired Contests 

Perhaps you can see by now that we 
try to have our entire year just one big 
contest. We do! But we have three 
major production contests with one 
activity contest each year. More and 
more we are using contests designed, 
planned and ostensibly guided by the 
agents themselves. Particularly with the 
idea of infusing some fun into what can 
sometimes be a difficult business. 

Don’t think for a minute money 
isn’t an incentive for a great many 
people and we constantly remind our 
men not only of their rate of current 
earnings, but the present value of de- 
ferred renewals and the money value of 
their retirement plan, service allowance 
and health and welfare benefits. I 
don’t rate these or bring them up 
because they are universally used but 
sometimes ineffective in getting bet- 
ter than average results from average 
men. 

Our second department has to do 
with prestige—that all-powerful ad- 
vance bombing weapon well nigh in- 
dispensible in modern selling. You will 
recall in Ormont’s biographv _ of 
Napoleon he makes the remark, “After 
Napoleon’s first few battles prestige 
won most of his victories.” Who can 
calculate the bone crushing prestige of 
the Cleveland Browns or better yet the 
incalculable pre-game jitters brought on 
bv the very sight of the New York 
Yankees? 


Danger of Inflated Ego 

After income prestige to our men is 
very high. They know and realize no 
prestige can come without substantial 
production. But it doesn’t come auto- 
matically—that’s our iob. 

There’s no unusual way to tell about 
it but we see to it that everv unusual 
production achievement is carried care- 
fully and prominently in our local or 
territory dailv press. This done ef- 
fectivelv is difficult and danserous and 
no field for an amateur. We hire public 
relations assistance in this regard and 
consider the money so paid an excel- 
lent investment. 

We send out by mail to an agent's 
policvholders and prospects a unique 
announcement over the general agent’s 
signature if that producer is one of our 
company’s 200 leaders. Some 14 of our 
men were last year. 

Our weekly and monthly regular 
agency bulletins are used to describe 
our men’s activities. their sales and 
personal achievements. These are 











liberally mailed by the agency to 
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prospects and clients. I’m old fashiong; 
enough to believe that no one can by 
a hero to the outside world until he 
has achieved substantial stature withiy 
his own family—consequently all bulk 
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This also produces a certain amount ¢ 
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We have just begun to make sup 
that our men are introduced to som 
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the contacts but for the self-satisfactiog 
such work often brings. 

Our third category is our re-charg 
department. This department usual} 
works overtime. 
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derful long range results. 

Once in a while. perhaps more oftes 
than not, we introduce the shock treat 
ment. This is to bring a person out of 
a protracted slump but is never gives 
to an unwilling patient. It involve} ’ 
almost starting from scratch, a technique} ° 
familiar to all of vou but oft 
neolected because it is hard, unpleasant 
work for both doctor and patient. Bu 
if health is restored, what a wonderhi 
feeling. 
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tried them all and at the risk of bein 
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2. Hardhoiled directive. The tout 
attitude of “do this or else.” 

3. Starvation. Deciding to let hun] | *ensio 
take its toll of 1 slumo-ridde a Avail 
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5, Easy does it. Convince the man 

he 1s 1n an easy business, he just 
isn’t seeing enough people. 

6, Get mad. Lhis may have its points 

put it has unpleasant after ettects. 

For want of a better name this de- 
ytment is power through momentum. 

There is no such thing as a success- 
fyl “lone eagle” or “silent Scot’ in our 
business. Everyone wants to play on a 
eam. Our producers, yours too, want 
o help to do their part. And they'll 
work tor you and their agency it you 
, them to share your dreams, hopes 
and ambitions. 

The success pattern can be so molded 
ys to literally carry even one of 
nediocre ability almost against his will 
ito happiness and success. The old 
gw of “nothing succeeds like success” 
is literally true. 

Pleasant Atmosphere 

Im convinced physical surroundings 
of an office have much to do with suc- 
cess atmosphere. It isn’t a matter ot 
dog” or fancy furniture. More often 
its bright, clean and modern equipment. 

More and more I am convinced the 
great quality for success in agency man- 
wement is imagination. Imagination is 
really enlightened, bold leadership. 

Isn't our business suffering from a 
tronic dose of old fashioned ideas? 
for example, we need much re-thinking 
on training, particular emphasis on 
visual methods. Our manner and 
method of compensation is archaic and 
imdequate to hundreds who are doing 
asplendid constructive selling job. Our 
lack of imagination has resulted in dull, 
flat and expensive prospecting. 

Some companies are finally doing 
plendid work in new advertising. 

We are not getting the best young 
men to come into our business. Try 
to talk with 2% of a college graduat- 
ing class) We get our new men by 
luck largely. 


Source of Leadership 


Too much time has been spent on 

the solvency of our companies and too 
litle time on the solvency of our men. 
The companies and general agents 
tave preached the money value of man 
but have done too little to maintain and 
upport the priceless value of loyalty, 
enthusiasm and respect of its rep- 
‘sentatives, 
This leadership must come from 
managers and general agents. They are 
dosest to the problem, they can do the 
mst about it. To the extent that they 
doand only to that extent will we then 
wlve the problem and it is really this: 
Setting better than average results 
from better than average men. 
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Hugh Bell Describes 
Four Motors of Success 
(CONTINUED FROM PAGE 27) 


turbed by occasional failure. He knows 
that in the long run, he cant miss! 
Calvin Coolidge gave us a wondertul 
statement on the power ot persistence 
when he wrote:— 

‘Nothing in the world can take the 
place ot persistence. ‘Lalent will not do 
it; nothing is more common than un- 
successtul men with talent. Genius will 
not; umrewarded genius is aimost a 
proverb. Education will not; the world 
1s tull of educated derelicts. Persistence 
and determination alone are omni- 
potent. The slogan ‘press on’ has solved 
and will always solve the problem ot 
the human race.” 

With such a conviction, a man may 
work with the serene certainty that he 
will come out on top! 


Pride in the Work 


3. He must have a conviction that 
there is no higher calling than that of 
a life underwriter. The results of a lite 
underwriter’s work are so dramatic that 
it is easy to build up an irresistible 
conviction that, indeed, “there is no 
substitute for life insurance.” Every one 
of us can call to mind instances where 
life insurance was the one and only 
reason that little families were held to- 
gether, children educated, businesses 
saved and older people permitted to 
retire in comfort and dignity. 

A young advertising man was killed 
in a plane crash. A wife and two chil- 
dren were left behind. What happened? 
A few weeks previously, he had bought 
an additional $15,000 of insurance, 
quite against his will! But the life 
underwriter wouldn’t take “no” for an 
answer! Purely and simply as a result 
of this program, the mother and her 
little son and daughter remained to- 
gether, and they grew up in the splendid 
home and church atmosphere where 
they had lived. Why was this? It was 
simply because a good life insurance 
man had a conviction that the young 
father should increase his protection 
for his family! 


A Graphic Illustration 


One day, a young chap and his 
brother had a chance to buy a small, 
but promising, business. They had to 
raise $1,000 each, before night. The 
two life insurance policies that this 
young fellow owned secured the money 
for him. Today, this company is the 
largest of its kind in Seattle and worth 
many hundreds of thousands of dollars. 
This man takes great delight in telling 
the value of life insurance — why 
shouldn’t he? 

These two stories are typical of 
literally thousands that might be told! 
Yes, indeed, a good life underwriter 
need defer to no man when his work is 
measured by the good it does for 
humanity in general and the individual 
in particular! 

We all like to think that the world 
may be a better place as a result of our 
stay here. Most men must look to 
church and community work to satisfy 
this urge. But we life underwriters, 
who likewise may do our part in such 
worthy organizations, are in our daily 
work performing a service second 
to none! 
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Marsh Bows Out, Amid Ovation 


(CONTINUED FROM PAGE 14) 





throughout the country. Mr. Day said 
that a number of general agents and 
managers are using such tape record- 
ings in connection with their training 
programs. 

The report of the committee on 
federal law and legislation was pre- 
sented by Gerald S. Brown, Penn Mu- 
tual, Chicago, chairman. Mr. Brown 
said that the proposals of the life insur- 
ance business relative to federal tax 
and legislation are being received in a 
favorable atmosphere in Washington. 
He commented that the legislators in 
Washington are moving slowly and 
deliberately and apparently making a 
sincere effort to study the problem as 
a whole. 

President Fluegelman presented some 
of the Canadian contingent in attend- 
ance, the president of the Canadian Life 
Underwriters Assn., John Bennett, of 
Dominion Lite, Vancouver, and Leslie 
Dunstall, managing director of the 
Canadian association, and Alec Lingard, 
and Mrs. Grover. Mr. Fluegelman 
called upon Ralph Engelsman, Penn 
Mutual, New York City, program chair- 
man, to outline the activities for the 
remainder of the week. Mr. Engelsman 
explained the purpose of the program 
and how it had been evolved. 

Activities of the state law and legisla- 
tion committee of which Oren D. 
Pritchard, Union Central, Indianapolis, 
were outlined by its chairman. He gave 
special recognition to Carlyle M. Dun- 
away, N.A.L.U.’s general counsel. Mr. 
Pritchard had him come to the plat- 
form to take a bow and receive the ap- 
plause of the delegataes. Mr. Pritchard 
remarked that 65,000 bills were intro- 
duced in 44 state legislatures this year. 
He explained that his committee is 


made up of the state legislative chair- 
men of each state. He expressed disap- 
pointment that some of these state 
chairmen did not report to the com- 
mittee, even though they were sent let- 
ters, telegrams, and in some cases were 
called on the long distance telephone. 
He made special mention of Kellog 
Van Winkle, Equitable Society, Los 
Angeles, and Howard Ries, Equitable 
Society, Everett, Wash., saying that their 
work for his committee had been espe- 
cially noteworthy. 

Mr. Pritchard said that his commit- 
tee has found that life insurance legisla- 
tion which is unopposed follows a pat- 
tern. There is usually a group or seg- 
ment of the population or organization 
that wants to have a certain kind of 
legislation passed. It usually selects one 
state in which to introduce an initial 
bill and then after a study of the results 
in that state the same kind of legislation 
is offered in the same way in another 
state. 

Mr. Pritchard characterized as a 
serious threat the local ordinances that 
are being introduced from time to time 
in various cities. For example, some 
ordinances have been passed providing 
for the payment of $50 to $125 for the 
privilege of engaging in the life insur- 
ance business. He cited the example of 
one Indiana city which attempted to 
pass an ordinance providing for the 
payment of $10 a month by peddlers, 
and under the ordinance life insurance 
salesmen were classified as peddlers. It 
was provided that the fee of $10 a 
month could be paid on the basis of 
$100 a year and if a truck were em- 
ployed, the fee was $100 a month or 
$1,000 a year. Local municipalities are 
so desperate for money that they are 


resorting to such devices for revenue, 
and life insurance men have to be on 
the lookout to thwart such efforts. 

Mr. Pritchard urged those in states 
having no group law providing a top 
group limit to arrange to have the 
N.A.L.U.’s model group bill introduced 
providing a top limit of $20,000 group 
coverage. He said the states having no 
such laws made it difficult for the states 
that did have them, particularly when 
the coverage crosses state lines. 

Henry J. McLaurin, Aetna Life, De- 
troit, chairman of the committee on 
research and industry development, said 
that the trust companies and self-styled 
actuaries have run rampant in the last 
few years in competition with N.A.L.U, 
members. He offered examples of the 
mis-advice that has been given in some 
cases by trust companies which have 
counseled with assured regarding pen- 
sion plans. Mr. McLaurin said that the 
chief problem of his committee is how 
to meet the competition on pensions 
and retirement plans offered by trust 
companies and individually operating 
actuaries. Such competition, he said, is 
not policed by insurance departments 
and he remarked that there could be 
more effective and more extensive co- 
operation between N.A.L.U.’s committee 
and the life companies. 


Marsh Reports 


John D. Marsh, Lincoln National, 
Washington, D.C., vice-president, made 
comment upon his report as chairman 
of the General Agents & Managers 
Conference. He emphasized the im- 
portance of the room-hopping meetings 
scheduled for Tuesday night, to be pre- 
sided over by 15 general agents whose 
names and subjects Mr. Marsh men- 
tioned. It was suggested from the floor 
that the addresses by chairmen of the 
various committees be shown in the pro- 
gram of the mid-year meeting. 


M. W. Peterson, Lincoln Nationy 


Charlotte, N. C., chairman COnservatign f * 


committee, explained that next 
agents will have one month in which y 
submit qualifications instead of tm 
months as in the past. The advance jy 
the association’s membership, has jp 
creased the work load at ASSOCiatigg 
headquarters. The program in the fy. 
ture has to be that the agent shall hay 
one month to qualify, the companig 
another month in which to assembk 
their data, and then the awards can 
sent out not later than June of each yea, 


Suggests Improvements 


The report on relations with tng 
companies of which Paul H. Conway, 
John Hancock, Syracuse, is chairmay 
was discussed at some length by M, 
Conway. He offered some instances of 
how the committee’s members had beep 
able to work with trust companies cop. 
structively. Terry Walker said that th 
situation could be improved if certified 
public accountants be included within 
the scope of Mr. Conway's committee. 

Mr. Walker said that the C.P.A. often 
played an important part, one just a 
important as a trust company where the 
life insurance is being arranged. Mr 
Conway spoke of the date that the 
LILA.M.A. had done in Hartford in 
helping the community chest drive 
there, re-organizing its operations and 
reducing its plan to writing. Mr. Con. 
way said that this L.I.A.M.A. report is 
one that has been found especially use. 
ful in numerous communities and tha 
those in charge of community ches 
activities find it to be very helpful. 

As chairman of the committee on 
relations with other organizations, 
Winston Emerick said that the N.ALU. 
cannot act by itself alone but it needs 
the cooperation and assistance that may 
be obtained from other organizations 
At the conclusion of his comments, 
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SALINGER and WAYNE 


MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


521—5Sth AVE. 


General Agents 


NEW YORK 17, 
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HAROLD S. SCHLESINGER, C.L.U. 
General Agent 
COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 
Over 50 Years of Service 
33 WEST 42 STREET 


PEnnsylvania 6-1922 


NEW YORK 36, N. Y. 


W. L. PERRIN & SON, INC. 


General Agents and Underuriters 


CONTINENTAL ASSURANCE 
COMPANY 
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“A Friendly Office” 


IRVING S. BOBER, C.L.U. 
General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
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WILLIAM A. ARNOLD, !! 


General Agent 
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MUTUALZLIFE INSURANCE 
BOSTON, MASSACHUSETTS 


161 William St., New York 38, N. Y. WO 4-2367 
HOWARD D. FONZ, Brokerage Manager 
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DAVID T. HERSCH 


General Agent 


SECURITY MUTUAL LIFE 
INSURANCE COMPANY 





15 East 40th Street New York 16, N. Y. 
ORegon 9-3533 








THE JAMES G. RANN 
ORGANIZATION 
General Agent 
MANHATTAN LIFE INSURANCE 
COMPANY 
521 FIFTH AVE. NEW YORK 17, N.Y. 
MUrray Hill 7-8750 
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Mr, Emerick spoke feelingly of the 
atisfactions that his four years as a 
ustee had given him. 

The 1953 convention is an unusual 
one not only in number and “hotness” 
of matters discussed by the trustees and 
ational council but in the make-up 
of the convention program, arranged 
by Ralph G. Engelsman, Penn Mutual, 
New York City. 

Missing is the national sales semi- 
nar that for some years has run con- 
currently with the sessions of the man- 
agers and general agents. 

This year, the theme is “Life Insur- 
ance and American Life” and the 
majority of the general session speakers 
we from outside the business. Even if 
they are not in a position to advise 
anybody how to do a better job of 
prospecting or recruiting they are top- 
flight speakers and are in a position 
to give life insurance people a reflec- 
tion of what important segments of the 
public think about the business. 


Dr. Millis Speaker 

The first of these prominent outside 
geakers was Dr. John Schoff Millis, 
resident of Western Reserve Univer- 
sty of Cleveland, who addressed the 
Wednesday morning general session on 
‘let The People Know.” Dr. Millis 
was the speaker on the American Col- 
lege Hour. 

The final general session speaker 
Wednesday was T. Coleman Andrews, 
U. §. commissioner of internal revenue, 
who talked on “Our New Tax Adminis- 
tration Program.” 

At the opening of this session, held 
in the Cleveland public auditorium, 
Mr. Engelsman presided as program 
chairman. Arnold F. Laut, Life of 
Virginia, president of the Cleveland 
life Underwriters Assn., extended 
greetings to the National association. 
Superintendent Robinson of the Ohio 
department did likewise on behalf of 
the state. 

They were followed by David B. 
Fluegelman, Northwestern Mutual, New 
York City, who gave his presidential ad- 
dtess, reported elsewhere in this edition. 

For the trustees and quite a few 
others, the convention began Saturday 
morning. The trustees started their 
deliberations at 9:30, the first order of 
business being a vote on a new manag- 
ing director. 

The American Society of C.L.U. direc- 
tors also met Saturday, as did the board 
of directors of the General Agents & 
Managers Conference. 


Cleveland Women Host 

Monday morning the women agents 
committee of the Cleveland association 
was host at a get-acquainted breakfast 
or all women agents at the convention. 
The N.A.L.U. by-laws committee also 
held a breakfast meeting. The directors 
of the American Society of C.L.U. began 
their all-day meeting at 9 am. with 
President James W. Smither, Jr., Union 
Central, New Orleans, presiding. 

The convention officially opened 
at 10 am. Monday with President 
Fluegelman calling the national council 
together for its first all-day session. 
That evening those committees which 

| feported to the national council 
uring the day held their meetings. 

fre was another session of the 
ational council on Tuesday, followed 

the remaining committee meetings 
uesday evening. 














XUM 


Buick Presented 
to Max Hoffman 


Maxwell L. Hoffman, acting man- 
aging director of N.A.L.U., who will 
retire next May after 25 years of 
service with the association, will find 
in his garage when he gets home a 
new Buick sedan, the gift of the past 
presidents and vice-presidents, pres- 
ent officers and trustees, and other 
friends in the association and the 
business. He was informed of this 
Tuesday afternoon at the national 
council session by Past President 
Charles E. Cleeton, who is general 
agent of Occidental of California at 
Los Angeles. Mrs. Hoffman, sitting in 
the balcony, was presented a bouquet 
of 25 American Beauty roses. 





Miller of Gulf 
The Gulf Life home office was rep- 
resented by Marvin D. Miller, assistant 
agency vice-president. 
* * * 


Southland’s Skinner on Hand 

Kenneth Skinner, vice-president and 
agency director, is on hand from the 
home office of Southland Life. 








N.A.L.U. past presidents got together 
for an early-bird breakfast Tuesday. 
Also the Women’s Quarter Million Dol- 
lar Round Table met for the first of 
a series of buffet breakfasts scheduled 
for Tuesday, Wednesday and Thursday 
mornings. 

The N.A.L.U.-L.U.T.C. luncheon had 
as presiding officer Eunice C. Bush, 
Mutual Life, Baton Rouge, chairman of 
the committee on underwriter educa- 
tion and training. The speaker was 
J. Harry Wood, professor of manage- 
ment at Washington University, 
St. Louis, and editor of the C.LU. 
Journal. He spoke on “Why More 
People Should Invest More Money in 
Life Insurance.” His talk is reported 
elsewhere in this issue. 

Trustees of the American College 
met at 2 p.m. Tuesday and had their 
annual dinner meeting that evening. 
Also occurring Tuesday evening was the 
reception and dinner of the Women’s 
Quarter Million Dollar Round Table. 
The round table’s chairman, Mary La- 
Bella, Manhattan Life, Los Angeles, 
was toastmaster. Principal speaker was 
Catherine B. Cleary, assistant treasurer 
of the United States, whose talk is 
reported elsewhere. 

At 8:30 A. Jack Nussbaum, Massa- 
chusetts Mutual, Milwaukee, chairman 
of the committee of agents, called the 
agents forum to order. The agents 
forum was started at the mid-year meet- 
ing in April and now appears to be a 
standard fixture at future annual and 
semi-annual N.A.L.U. meetings. 

Concurrently with the agents forum 
the general agents and managers con- 
ference ran its room-hopping session. 
This was tried out by the G.A.MC. at 
the mid-year meeting and proved highly 
successful. At Tuesday’s session there 
were 15 concurrent discussions going 
on, each led by an expert. 

Wednesday's activities opened with 
the breakfast of the American Society 
of C.LU.. at which the speaker was 
Hugh Bell, Equitable of Iowa, Seattle. 
He talked on “The Four Motors of 
Success,” these being Desire, Confidence, 
Action and Conviction. 








¥ CHECK THESE 


FOUR ANSWERS ‘or 


THE AMBITIOUS LIFE UNDERWRITER 


¥ QUALITY COMPANY... 
A purely mutual company, for many years awarded the high- 
est rating by Alfred M. Best of New York. 
Has a very competitive low cost position with an exceptional- 
ly sound financial standing. 


¢ QUALITY COMPENSATION ... 


The value of a general agency franchise depends upon the 
franchise available to the producing agent. Our general 
agent’s contract is designed to pay maximum rates first year 
and renewal to the general agent for new men in training and 
still generous rates for seasoned and successful underwriters. 


¢ QUALITY TRAINING... 


Home Office training schools free to selected career under- 
writers. 


Refresher and advanced schools are conducted on the same 
basis. 


Group and functional group training schools offered periodi- 
cally to the general agent. 


Y QUALITY TERRITORIES... 


“Top-rated”, mutual life company general agency franchises 
are not always available. There are certain ambitious under- 
writers who would like to build a quality organization of 
their own. A few such territories are still unclaimed. 





CENTRAL LIFE ASSURANCE COMPANY 


Des Moines, lowa 
1896 1953 
A Mutual Company 


“One of The Best” 
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$2 Increase Gets 
Overwhelming Yea 


(CONTINUED FROM PAGE 3) 





Life, Salt Lake City, by-laws chairman. 

Speaking as chairman of the finance 
committee and chairman of the dues 
survey committee, Treasurer Osborne 
Bethea said the action of the board in 
instructing him to come before the 
council to explain this matter was 
unanimous. 


On the financial side, he recalled that 
it had been explained on two previous 
occasions of the national council that 
it can operate as a trade association 
on the present income, but this would 
necessitate cutting down personnel and 
making no increase in services. He re- 
called that in two previous years the 
finance committee has presented a 
deficit budget and no provision for an 
increase in surplus. 


“The number one point on which I 
hope you will agree is that our financial 
strength should be much greater,” he 
remarked. “The main purpose is to get 
the association on a financially strong 
basis. You may ask, Why can’t we 
operate just as we are operating? As 
I have reported to you previously, your 
finance committee at its meeting in 
New York in July adopted a resolution 
affirming that no time in the future 
would they again submit a deficit 
budget. Furthermore, it was agreed in 
the finance committee that in the future 
the first point of discussion in the pro- 
posed annual budget would be the 
amount to be assigned to surplus and 


that N.A.L.U.’s surplus must as quickly 
as possible be brought up to a sum equal 
to at least one-half year's expenses.” 


Recalling the $25,000 that was_ ex- 
pended from surplus in connection with 
the National association’s labor rela- 
tions board case several years ago, Mr. 
Bethea said these problems don’t come 
up often but the need for such an ex- 
penditure might occur again sometime. 
He also mentioned that one of Presi- 
dent Fluegelman’s 10 points in the 
program for this year was to ask each 
trustee to visit 10 local associations. 
President Fluegelman himself has 
spoken to about forty associations. 


Mr. Bethea expressed the hope that 
“we will all discuss this, and discuss it 
in a calm and collected fashion.” He 
mentioned the possible loss in member- 
ship that might result from raising the 
dues, but he said it seemed to the 
board of trustees that on an overall 
basis, it failed to hold water. The last 
time there was a raise, the association 
lost about 2,000 members the follow- 
ing year, but the next year they were 
regained and there has been a steady 
ment in services rendered.” 


Mr. Bethea quoted a past president 
of one of the local associations as say- 
ing: “I have never known any local 
association that suffered from an in- 
crease in dues if such an increase was 
followed by commensurate improve- 
ment in services rendered. 





Robert R. Reno, Jr., vice-chairman of 
the law and legislation committee; William D. Davidson, trustee and chairman of 
the public information committee; and Philip B. Hobbs, past president of N.ALU, 
and chairman of the national affairs committee. 


Trio of Equitable Society Chicagoans: 








dues structure, it can be done and jt 
will be done. 


“On the other hand,” he continued, 
“if a trade association such as ours js 
to continue to move forward, is to con. 
tinue to be more effective, for its 
membership, the opportunity is a 
hand. We can do a much greater job 
than we are now doing. The finance 
committee believes that the first figure 
that goes into our budget ought to be 
a figure for surplus and that we should 
operate within our income, and if the 
dues increase perchance should fail, we 
are going to recommend to the prei- 
dent that the finance committee be 
recalled and that we reduce personnel, 
that we reduce services so that we can 
live within the budget.” 


“Apparently this is equally true at 
the national level,” said Mr. Bethea. “In 
fact during the past year when the 
dues increase has been under constant 
discussion, N.A.L.U. added 2,288 mem- 
bers nationally. It is especially inter- 
esting to note that some of the associ- 
ations that have gone on record as 
being in favor of the dues increase 
have had the greatest membership in- 
crease and some of the associations 
opposing the increase have been made 
relatively stagnant or have lost mem- 
berships.” 


Mr. Bethea said, “There is need for 
added legal talent because of impend- 
ing social security changes and veter- 
ans’ benefits while there is still a vast 
amount of work to be done on section 
213, the New York expense limitation 
law, and this will require actuarial 
assistance.” 


One of the New Jersey delegates 
said that in the opinion of his organi- 
zation there was no question but that 
this increase should be allowed. This 
statement was followed by widespread 
applause. If the association can do 


Mr. Bethea said that “If it is your 
wish that we operate under the present 
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General Agent for New Jersey 


MArket 3-2610 


STATE MUTUAL 
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ing toward changing section 213 
ind 213 (a), there is no question but 
that the dues increase is well deserved, 


pe said. 
“In our OWN association we raised 
jues from $10 to $15. The same dis- 
qussion came up with some members 
wo said that we would lose a great 
many of our members, the member- 
in will drop because of an increase 
of 0% in our dues. After we increased 
the dues 50% we also increased our 
wavities. We started C.L.U. classes in 
i] four parts, we started L.U.T.C. 
we increased our activities on 
the public relations level, we had speak- 
es at colleges and high schools on 
igsurance and as a result, even though 
our dues were imcreased 50% our 
membership increased tremendously. | 
yy to you gentlemen that what hap- 
on the local level should happen 
og the national level. Let us increase 
out dues if we must and at the same 
ume increase Our activities. 1 think that 
weryone should vote in favor of this 

increase.” 

B. L. Payne, president of the Arkansas 
ssociation, said his board of directors 
was directed to present a resolution 
tat had been sent to Chicago in time 
for presentation to the national council 
a the mid-year meeting. It was not 
received officially at that time because 
w personal representative was present 
ftom the Arkansas association. 


'The resolution was adopted April 9, 
1953. It stated that only one side of 
the dues increase matter had been pre- 
gated and that both sides should be 
presented. 

Mr. Payne said the Arkansas associ- 
ition is trying to increase its member- 
ship, which has lagged. The resolution 
apressed opposition to the dues in- 
aease for these reasons: It agrees with 
the Cincinnati association that N.A.L.U. 
directions should come from the local 
wsociations rather than the national. 
The company organizations have the 
tent and money to take care of legis- 
lure and actuarial work and there is 
wo reason for an organization of sales- 
men tO want to take over these 
functions. 


"We think the amount being paid 
ww for professional services for the 


kind of an organization which N.A.L.U. 
is about as much as we should pay,” 
said Mr. Payne. “We question whether 
the members would pay more. We 
think N.A.L.U. will get more dollars 
from Arkansas at $4 than at $6. We 
recommend that the national council 
retain the present level.” 

Hunter Hammil of Philadelphia 
spoke for his local association against 
the dues increase, largely on the ground 
that legislative work, except perhaps in 
the state of New York, is something 
that should be handled entirely by 
state associations. 

He read Philadelphia's resolution de- 
claring that the $2 was mot necessary 
or advisable but that the association 
would tavor whatever lesser increase 
mught be indicated. He said the associ- 
ation would go along for $1 increase 
in dues. 

Harry N. Philips, president of the 
Detroit association, spoke against the 
increase, saying it was mot necessary to 
keep up with current expenditures. He 
said the figures cited in the N.A.L.U. 
brochure Facts and Figures were not 
convincing on this point. He reiterated 
the idea that outside of New York state 
legislation should be handled and is 
being handled ettectively by the state 
associations. He said that his board had 
instructed the delegation if it should 
become apparent by reason of the in- 
creases in the cost of operation that a 
lesser increase in dues was necessary to 
Sustain present operations and a reason- 
able proposal substituted, the delegation 
should give the proposal favorable con- 
sideration and go along with this but 
Philadelphia is opposed to increasing 
national income by upwards ot 
$100,000 a year. He pointed out that 
“if we should lose one-third of our 
members”, we would be in the same 
position with the $6 national dues as 
we are now with $4.” 

The president of the Texas associ- 
ation gave the Texas reaction to the 
dues increase proposal. 

“We don’t fear that an increase in 
dues will reduce membership,” he said. 
“The amount of dues, up to a reason- 
able point, has absolutely nothing to do 
with the number of members, as long 
as you are putting out value received.” 

The board of directors of the Texas 











Convention-bound on the Cleveland Limited from New York: Carl Spero, 


independ 


lent, New York City, past president of the American Society of C.L.U.; 
Gilmore, Jr., Mutual Benefit Life, Bridgeport, Conn.; and Mrs. Gilmore. 






























































Pacific Mutual salutes the Field Under- 


writers of America who have this year 





earned the NATIONAL QUALITY AWARD, 





N.A.L.U.’s great co-operative contribution 
to the continuous betterment of life insur- 
ance service. 

Representative of Pacific Mutual’s 
N.Q.A. corps are these outstanding men 
who have qualified for the Award through- 
Out its nine years of functioning as the 


standard of good life insurance service. 













PAUL BURT FRED L. HIRSCH CHAS. F. LINDER' M. OLIVER NIX 
Atlanta Dallas Oklahoma City Atlanta 
Georgia Texas Oklahoma Georgia 
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William J. Mackenzie, Jr. Roy H. Woodside, C.L.U. 

Menard Doswell, III, C.L.U. Col. Daniel I. Moler, Ret. 
David H. Gauntlett 


Estate Planning Service Employee Benefit Plans 
Business Continuation Plans 


122 Marsh Building Executive 3-7343 
WASHINGTON 6, D.C. 























Hospitalization Life Accident and Health 


EQUITABLE LIFE & 
CASUALTY INSURANCE 
COMPANY 


404 SO. WEST TEMPLE SALT LAKE CITY 


Dr. R. E. ROSS, President 
RAYMOND R. ROSS, Vice Pres. and Director of Agencies 


Attractive Contracts for 
General Agents and Agents 


Now Available in 
Washington and Oregon 


UTAH — COLORADO 
WYOMING — IDAHO 
NEVADA — ARIZONA 

OREGON and WASHINGTON 











sianniainmaaneatemmes 
can ane 


association, he said, had authorized him 
to convey its endorsement of the dues 
increase. He explained that the locals 
had not been polled — it was merely 
an expression of the state board of 
directors. 

Gerard S. Brown, Penn Mutual, 
Chicago, speaking for the Chicago as- 
sociation said he wondered if the op- 
ponents of the dues increase had heard 
about the increased cost of living. 
“We are an association of agents,” he 
pointed out, referring to the thought 
that the company organizations can 
take care of the legislative and actuarial 
load. 

Legal Aid Backing 

“We must stand on our own two 
teet, however,’ he said. He added that 
as chairman of the tederal law and 
legislation committee, which has the 
cooperation ot N.A.L.U. Counsel Car- 
lyie Dunaway, he knows as a tact that 
addutonal legal help is necessary. 

kd Wood, immediate past-president 
ot the Calitornia association, said that 
anyone who has worked in association 
activities must be impressed with “the 
tremendous amount ot time that we 
get trom our leaders.” In addition, they 
put out a lot of money in expenses. 
it should be borne in mind, he said, 
that there are 55,000 N.A.L.U. mem- 
bers and “it these leaders are willing 
to put out this kind ot money tor us, 
the members should be willing to put 
out tour cents a week to pay railroad 
tares and telephone calls tor expenses 
incurred.” 

Mr. Wood pointed out that when 
the companies go to Washington, it is 


| not appreciatea that they are mutual 


companies but they are regarded as big 
corporations. But the lite agents’ repre- 
sentatives get a favorable hearing. He 
recalled tnat Gordon McKinney as 
actuary ot N.A.L.U. practically wrote 
the legislative revision in congress that 
he was called in to consult on. 

Mentioning specifically the challenge 
ot increased social security benetits 
which are not in N.A.L.U.’s interest or, 
more important, in the public’s inter- 
est, Mr. Wood said that this challenge 
must be met. 


Calitornia, Milwaukee ‘for’ 


He said the California state associa- 
tions, representing almost 4,000 mem- 
bers, passed a resolution to support the 
increase in dues. 

‘he Milwaukee association was re- 
corded as being heartily in favor of the 
dues increase. 

Oren D. Pritchard, Union Central, 
Indianapolis, asked everybody to take 
a pencil and a piece of paper and write 
down that the federal law and legisla- 
tion committee this year spent $1,417. 
‘Lhe committee on sta.e law and legis- 
lation spent $1,600. The committee on 
social security spent $422. 

“If we spent what we should have 
spent, there would have been deficit 
financing,” he said. “Is state law and 
legislation worth more than $1,600 
spread across the country to you? Is 
tederal law legislation worth more than 
$1,400 spread across the country? 

The president of the Miami associ- 
ation said his organization voted to 
back the board 100% on the increase 
in dues. 

Harold Baird, New York City associ- 
ation, spoke in favor of the increase 





on behalf of New York but noted ; 
opposition to the move. “We knog| 
he said, “that the National associat! 
would not want to wreck or imp 
local associations.” He gave this as ied 0 
view of the New York City associatig} \" le 
That the dues be increased $1 in 195, Thu h 
$1.50 in 1955, and $2 in 1956, gf”? 
continuing thereafter. This would ae, 
mit associations, large and small, mm 
make up any losses in membership ¢ v3 be 
might be incurred. real | 
Boston voted to support the incre eee 
in dues at a recent meeting. es 
The Memphis representative said J. ah 
special meeting of the Memphis yi "A 
of directors was held right after 44°" oe 
Chicago mid-year meeting and it yy pyar 
the unanimous vote that the Memphi}.. ma 
delegation be instructed to support th. inc 
$2 increase in dues. oi 2a 


Less Than Breakfast Tax — |oming 


Ed Schroder, New York Life, Appl. Follov 
ton, Wis. drew the analogy betwee proposed 
the proposed dues increase and ty) ™™ 
client who only wants to put a limite™ th 
amount of money into life insurang vould b 
The amount of increase per week, hy aken 10 
pointed out, is “less than the amouy nended 
of tax you paid on your breakfast thi" 28° 
morning.” Propo: 

The Dallas association spokesma withdraw 
said Dallas feels that the 50% increas would 
is not warranted but that it would gj" 
along with anything up to $1. nembers 


—— 
Miss., 2 



























William Wray, John Hancock, Cio. non-votit 


———_—__— 
——_ 


cinnati, said that Cincinnati is opposel 
to a $2 increase but would favor a §] 
increase. 

The spokesman from the Florida 
sociation said that that body had unani- 
mously approved the dues increase. 

The Tulsa association recorded itself] 7 
as being in favor of the increase. age? 

T. Fred Edmunds, Equitable Socier,| 
Mobile spoke in favor of the increas. 

The Oklahoma association and all is | 
locals have approved the increase, hh 1S 

At this point President Fluegelma ai end 
announced that 22 had spoken in favor|life, Chi 
of the proposal and five against it. He ]10is assoc 
suggested that perhaps others wh}——- 
might want to be heard had alread |ato! 
heard their positions expressed prety} Presi 
well and that only those come to the }®™° Wee 
microphone who might want to speak tard of 
against the proposal. The be 

The president of the Minneapolis{“) Const 
association said the local dues are being |™P40y 
raised $2 and the state association $1 ad the ar 
in addition to whatever the N.ALUP?:¥s ¢ 














+ ‘oclation 
; tion, Ho 
Dollars For Serious Group _ fpagraph 


The president of the Washington} ite board 
state association said “we don’t feelfsate asso 
this is a social club but a business ot fisociatior 
ganization and business organization} te to wi 
need dollars.” He said the majority < o 
local Washington associations raise] Propose 
their dues anticipating the N.A.LU. it {set forth | 
crease, and this year Washington hi}by-laws a 
the highest membership in its histor. }be initiat 
The state board of directors unatt}the nation 
mously indorsed the increase in dues a}ets, any n 
the last meeting. standing, 

The president of the Virginia ass}provided 
ciation said that Virginia wanted to bejtuken witt 
listed in favor of the increase in duéfamendmer 

One of the Pennsylvania local assfance with 
ciation representatives said that hi)specified 
group had come to the conclusion tht} Propose 
N.A.L.U. does not need any momhipa new 
money but that the state associatidi}ed the | 
should have greater financial suppott thirs o| 

C. L. O'Quinn, Aetna Life, Lautelltroused 
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but noted iy Miss, asked for a vote on the question, 
Mg. Ps the hour was getting late. 
nal associat president Fluegelman pointed out 





eck or imp at this was a matter that had to be 
ave this as ad on by the general convention on 
ALY ASSOCiatigg rhursday but that the discussion was 
ed $1 in 195 peing held so as to forestall a lengthy 
in 1956, a jebare Thursday afternoon. 

his would pel = However, Mr. Pritchard moved to 
and small, recommend to the convention that the 
embership th jues be increased $2 as proposed by the 
; énance committee and the dues survey 
rt the incre ommittee. 

Ang. The purpose of this was to crystal- 
tative said Fine sentiment on the increase and see 
femphis box; n which side the predominance of 
ight after thy ength lay. 

1g and it wa A voice vote showed an overwhelm- 
the Memphis ing majority for recommending the 
CO SUPPOrt the] ies increase to the general convention. 
This action concluded the Monday 
morning session. 

Following several brief talks against 
roposed amendment No. 2, to change 
he membership year for new members 
‘om the calendar basis to one that 
yould begin whenever a member was 
uken in, the national council recom- 
nended that the general convention 
wre against the proposal. 

Proposed amendment No. 3 was 
vithdrawn. This was the one that 
vould have made it clear that state 
ssociations could not take in company 
nembers, even on a dues-paying but 
son-votine basis. such as the New York 

















fast Tax 
k Life, Apple. 
logy between 
ease and th 
put a limite 
life insurane 
per week, le 
n the amount 
breakfast thi 


Nn spokesma 
50% increas 
t it would g 
to $1, 
Tancock, Cin. 
ati is op 

Id favor a $i 


he Florida a 
dy had unani- 
S increase, 
ecorded itself 
ncrease. 
itable Sociery, : 
the increase 
on and all its } 
oe | Earl Schwemm, Great-West Life, Chi- 
t Fluegelmat}g, and Edson Chapman, Metropolitan 
oken in favorflife, Chicago, president of the Illi- 
igainst it. He}s0is association. 

others wh}. mene 
had already S0ciation planned to do until enjoined 
oneal pretty | 7 President David B. Fluegelman 
come to the}*me weeks ago pending action by the 
ant to speak dard of trustees. 

The board of trustees had on Satur- 
Minneapolis |“! construed the by-laws to prohibit 
1es are being}™pany members in state associations 
sociation $1} the amendment was proposed to the 
the N.ALU Paws committee by the Chicago as- 
“dation to undrscore this interpreta- 
tion, However, the trustees added a 
paragraph to the Chicago draft giving 
the board such broad powers over the 
sate association dues that the Chicago 
ness of-fassiciation asked the by-laws commit- 
organization} te to withdraw the proposed amend- 
- Majority oO: fment, 
tions fais} Proposed amendment No. 4 is to 
N.A.LU. it [st forth the sources of amendments to 
shington hi}by-laws and to provide that they may 
1 its histor: foe initiated by the convention itself, 
ctors unali the national council, the board of trust- 
se in duesatts, any member of association in good 
a sanding, or the committee on by-laws, 
irginia as%}ptovided that all action thereafter 
vanted to beftuker with respect to any such proposed 
ease in duéfimendments shall be taken in accord- 
a local assface with the provisions contained in 
id that his}specified sections of the by-laws. 
clusion tht} Proposed amendment No. 5, setting 

any moORiip anew standing committee to suc- 
» association ceed the present special committee on 
jal_ support. irs of veterans and servicemen, 
Life, Lautlttoused considerable discussion on 















































whether it would not be wise to leave 
out the words “which also affect legal 
The fear was 
expressed that this might be used as 
ammunition by competitors of life in- 


reserve life insurance.” 


surance, notably mutual funds. 


However, President Holgar J. John- 
son of the Institute of Life Insurance 
pointed out that the omission of this 
qualifying clause would leave the com- 
mittee with power to act on any con- 
ceivable matter having any connection 


at all with veterans or servicemen. 


Changing the committee from a spe- 
cial committee to a standing committee 
would mean that the chairman would 


have a vote in the national council. 


A Houston delegate asked that the 
motion be tabled and that the commit- 
tee remain a special committee until 
there is time for adequate considera- 
However, President Fluegelman 
pointed out that it would be simpler 
just to vote against the amendment, in 
which case the committee continue as 


tion. 


a special committee. 
Votes Standing Committee 


The vote was overwhelmingly to 
recommend to the convention that it 
pass the amendment making the com- 
This 
means that the president would be 
obligated to appoint such a committee 
each year rather than having the nam- 


mittee a standing committee. 


ing of it optional, as is the case with 
a special committee. 

Proposed amendment No. 6, replac- 
ing the present special committee on 
A. & H. with a standing committee on 
disability insurance, was strongly recom- 
mended by Lawrence Stanley, Monarch 
Life, New Britain, Conn., former chair- 
man of the A. & H. committee. He 
moved the recommendation of the 
amendment to the convention. 

Julian S. Myrick, retired vice-presi- 
dent of Mutual Life, brought up the 
possibility that the amendment as stated 
might be construed as being in viola- 
tion of the anti-trust laws. Carlyle 
Dunaway, general counsel of N.A.L.U., 
felt there was no danger. However, 
Holgar Johnson, president of the Insti- 
tute of Life Insurance, said that the 
general counsel of the Life Insurance 
Assn. of America, Eugene M. Thoré, 
feels that there is a danger. Mr. Thoré, 
who was present, was asked for his 
opinion and he suggested that it be 
referred to the LILA. anti-trust lawyer, 
who is Manuel Gorman. 

William E. North, New York Life, 
Chicago, moved that the words “adop- 
tion and promotion of minimum stand- 
ards of selection of agents selling 
accident and health insurance” be de- 
leted. This was seconded by Mr. Stanley. 


Recommends Modification 


The national council voted to recom- 
mend to the convention that it adopt 
the amendment. modified to omit the 
words about which there was question. 

Proposed amendment No. 7 was 
recommended without discussion. The 
purpose of this is to clarify and some- 
what limit the powers and duties of 
the committee on by-laws. Chieflv it 
would require the committee to give 
its opinion on the merit of the pro- 
posed amendment made from the floor 
in a mid-vear or annual convention 
rather than in advance of such meeting 
or convention. It would also make clear 
that the committee on by-laws is em- 
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NEW PRACTICAL 


designed to help the insurance 
underwriter service current 
business and develop profitable 
new sources. 








[1 UNDERSTANDING 


FEDERAL INCOME, 


Estate and Gift Taxes 


By George Byron Gordon and 
James C. Wriggins 


The Director of Advanced Un- 
derwriter Services and_ the 
Administrator of Employee 
Benefit Plans of the Mutual 
Benefit Life Insurance Com- 
pany of Newark, New Jersey, 
collaborated with the American 
College of Life Underwriters in 
preparing this comprehensive 
manual. Itis the suggested text 
for use in C. L. U. Courses, 
emphasizes the tax application 
to insurance and annuity. In 
addition it is an invaluable 
manual for the insurance man 
who must understand the im- 
pace of these taxes to better 
serve his clients. $7.50 


[2] YOU, YOUR HEIRS 


AND YOUR ESTATE 


By George Byron Gordon 


Shows how every individual 
can develop a sound plan to 
build his estate, create security 
for his family and heirs. He 
explains how taxes can be 
minimized, the comparative 
advantages of gifts versus in- 
heritance, handling property 
and investments to build up 
as well as distribute an estate. 
In this valuable manual the 
underwriter will find many 
practical suggestions for mak- 
ing a limited estate go further 
through a planned program of 
insurance and annuities. $7.50 


[3| Executive Pay Plans 


By W. J. Casey and J. K. Lasser 


Second in large edition of a 
widely successful work detail- 
ing new techniques developed 
by major companies to reward 
executives through insurance 
and annuity plans—stock op- 
tions— deferred pay and pen- 
sion arrangements — family 
maintenance and other execu- 
tive benefits. How executives 
can be aided to build capital 
and an estate, provide family 
security—while receiving in- 
centives to stay and perform 
on the job—is shown in a de- 
tailed summary of workable 
and economical plan. — $12.50 


[4] PAY CONTRACTS 


WITH KEY MEN 


188 Company Pay Plans, 
Agreements, Clauses 


W. J. Casey and V. H. Rothschild? 


For the first time brings to- 
gether actual copies of new 
plans, contracts and clauses 
used to attract, stimulate and 
reward executive talent by 
large and small companies in 
different industries. $12.50 


VVvVvVvVvVvVvVvVvVvVvTv 





[5| TAX SHELTER 


FOR THE FAMILY 


By W. J. Casey and J. K. Lasser 


Shows how to minimize income 
tax impact on the family, 
maximize available cash by 
family partnerships, family 
corporations, trusts, gifts, 
foundations, insurance and 
annuity. $12.50 


[6] TAX SHELTER 


By W. J. Casey and J. K. Lasser 


The professional advisor will 
find TAX SHELTER IN BUSI- 
NESS a gold mine of informa- 
tion. Here you’ll find all the 
necessary information to prop- 
erly advise clients on how to 
buy and sell businesses today 
to the best advantage tax-wise. 
The insurance executive will 
find the chapter on “Business 
Use of Insurance” alone well 
worth the cost of the Study. 

$12.50 


TAX SHELTERED 
INVESTMENTS 


By W. J. Casey and J. K. Lasser 


A comprehensive guide to the 
investment of individual and 
corporate funds to get the best 
yield net of taxes in 15 major 
fields, from oil to government 
bonds. Analyzes investments 
with tax appeal—stocks show- 
ing tax free dividends—opera- 
tions in tax exempt bonds — 
special forms of investment 
like oil, cattle, citrus groves, 
timber—the special tax posi- 


tion of investments in real 
estate, insurance, annuities. 
$12.50 


MAIL COUPON TODAY 
for 10 Days Free Exam- 
ination of Any of Above 
Manuals—No Obligation 
Business Reports, Ine. 


Roslyn, N. Y. 


BUSINESS REPORTS, INC. 


DEPT. NU-2, ROSLYN, N. Y. 


Please send me the Manual(s) 
checked for free examination. I 
understand that I can return the 
Manual(s) within 10 days without 
obligation, or remit payment, plus 
shipping charges, for any I wish to 

eep. 


12 3 4 5 6 7 
ee eee. eve 
Firm_ ee eee 


Address. 





™ SAVE SHIPPING CHARGES. 
Check here if you enclose payment 
now. Same refund privileges. 
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Fl I Revi ‘. 
uegelman Reviews es 
LIFE INSURANCE CORPORATION Y f) 
N. A. L. U. Year we 

(CONTINUED FROM PAGE 3) a 
OF AMERICA everything for granted and offers no special meetings of the committee ra 
criticism, we have reached a point of requiring yd and effort and travel oa 
retrogression. Progress will only be from great distances on the part of so 
HOME OFFICE: SALT LAKE CITY, UTAH attained by helpful criticism, and I urge of the members. Never did | heat angel 
CLEO H. BULLARD, President all of you to continue to express your- word of complaint, but instead, a sip. 3 u 
selves on any subject that is of concern cere desire to get the task accomplished 7 + 
a to the institution of life insurance. in the proper manner. Without the | aw 
y It has been : = one year with invaluable -~ of sg loyal member Flean 

regard to the life blood of any organi- I never would have been able to 

A CAPITAL STOCK COMPANY ale — the membership. Our mem- some of the vexing problems that ~ ae 
WRITING— bership has shown a continued and during the course of the year. wn 

steady increase and it is now at an Last, but certainly not least, I wish | 
° all-time high. I am hopeful that the to pay tribute to our loyal headquarters ane 
Life day is not too far distant when everyone staff. For a good part of the year, | ‘- th 
engaged in the business of selling or had the privilege of the good judg. |? 3: 
is a tee ey : : : JUdg- | coordi 

- distributing life insurance will recog- ment and advice of our retired manag. 
Accident nize the obligation of affiliation with ing director, Woody Woodson. Until 

the National Assn. of Life Under- the final day of his service, he devoted! You 
writers. It is only by active support himself assiduously to the interests of | orante 
Health of your trade associations that we may N.A.L.U., and our association is cer. ane 
attain the progress we all desire. I am tainly a better one today for having had o I] 

hopeful that at the business session of the benefit of his guidance, even | | was 
AND HOSPITALIZATION CONTRACTS the convention, the membership will though it was for so short a time. I | | woul 
approve an increase in dues which will am confident that when you ultimately | of real 
x ok enable our association to further expand select a new managing director he will | | woul 


its activities and make it a more potent guide N.A.L.U. to even greater heights | on this 
force in the lives of all the members. than it has attained at the present time | You 


AVAILABLE FOR INDIVIDUALS, : ; 
I believe that our expanded functions I now wish to report what most of | the nw 
FAMILIES AND GROUPS will hold our own members in the fold you already know, and that is the tre- | tion th 
and will attract many new members. mendous good fortune of N.ALU. in | glimina 
The progress to which I refer, is due having a man ready and willing to | of 
rT; 9 ‘ 0 | of Ne 
A PLAN FOR LIVING to a great number of factors. First, serve, to fill in the breach between the pi 


there are the volunteer efforts of all of resignation of Woody Woodson and the | control: 
ATLAS BLDG. SALT LAKE CITY » UTAH |] our members to a greater or lesser appointment of a new managing direc- | includi 
degree, either on the local, state or tor. I am referring, of course, to that | Your 
national level. Every local president and great man, that fine old war horse, | worked 
National committeeman has contributed Max Hoffman. In his own right, he am hap} 

















































































—— 7’ 1 Wrnie a portion of his time and effort to make deserves your commendation and appro- year ch 
= Y our association a better one because bation. He has served you well and | Upfortu 
= of his efforts, and I salute all of you valiantly for a long period of time. | yw did 
= for your valued contributions. The board By a coincidence, this occasion marks | we had 
= of trustees deserves a special commen- the 25th annual convention he has | been m: 
= | ] dation because they have not only well arranged, supervised and, including was pas 
= 1-«|L iil W itd Wali it performed the duties normally required midyear meetings, this is the 50th con- js 4 te. 
= WELL-BALANCED COMPANY of them but have devoted an entire day secutive meeting in his charge. Rarely | it was 
be 94 to a special meeting at which future has a man exhibited greater loyalty for ding tha 

policies of this association were set. any organization. When he was asked | action ¢ 

Above all, I was most fortunate in hav- to step in on short notice and assume superint 

ing an executive committee of great the post of acting managing director, | ment of 

balance rT skill, judgment and understanding, who he indicated he would do so and still ally assu 

ope would devote themselves assiduously arrange this wonderful convention we | ae mere 

the great stabilizer to their duties, and on many occasions are now experiencing. This was a real | the door 

went beyond the normal call of duty. sacrifice of time and effort, and I know } sheratioy 

The gyroscope Because of a number of circumstances, that for the past few weeks he has n0t $i submi 

it was necessary to call numerous only worked long hours but has give ithe need 

gives balance to motion. sequent 

ges 

Tradition, product and management on 

0 

give balance to a amendm 

= — 
=> life insurance company. missions 
= for comb 
= “Fidelity is vee 
= "5 al mes 
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LIFE INSURANCE COMPANY Coloradoans pictured at a national council session, from left: Frank Rose activity 0 


A AIRMOUNT AVENUE Occidental of California, Grand Junction, state association president; Edward Moott > 12 mong} 
eee ne New York Life, president of the Greeley unit; Gerard J. Smith, Phoenix Mutu} 44 decis 
PHILADELPHIA ¢ PENNSYLVANIA Denver, and Frank H. Devitt, Capitol Life, Denver. ance, We 
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up every Saturday and Sunday in the 
interests of this association. I know 
‘ou will all want to join with me in a 
special salute to Max Hoffman. 

There is another veteran on the staff 
who has on occasions too numerous to 
mention, exhibited his great loyalty for 
NAL.U. and his abuity to handle 


and” travel special situations with great skill. I 
art of some | vant to particularly commend Bull Jones 
d 1 hear a} jo his continued good work in the field 
read, a sin- of public relations. 
complished | ~ ‘he other members of the staff have 
‘ithout the | all well performed their various tasks; 
: ped Fleanor Dowling, with the numerous 
le to solve committees to which she has been 
s that arose assigned; Carl Dunaway, for his able 
i. activities in the legal complexities that 
ast, I wish | concern many of our committees; Jim 
eadquarters Partridge, with his splendid editorship 
the year,1| of the News, and Larry Jackson, in 
good judg: | coordinating the activities of G.A.M.C. 
red manag. 
son. Until Reviews Program 
he devoted! You will recall that when I was 
interests of granted the honor of being elected your 
ion is cer- | president at Atlantic City, I indicated 
having had | that I had a 10-point program in which 
ance, even | | was particularly interested, and that 
a time. I | | would set as my goal the achievement 
| ultimately | of real progress in each of the 10 points. 
‘tor he will | | would like to report to you briefly 
ter heights | on this program. 
resent time. | You will remember that I listed as 
1at most of | the number one project of the associa- 
is the tre- | tion the continuous effort to finally 
N.A.LU. in | ciminate trom the books of the state 
willing to | of New York the archaic and anti- 
etween the | quated section 213, that section which 
son and the | controls expenses allowed by companies, 
ging direc- | including commissions paid to agents. 
rse, to that | Your compensation committee has 
war horse, | worked valiantly in this regard, and I 





n right, he | am happy to report that during the past 
and appto- | year changes were made in this law. 
u well and | Unfortunately, the amendments to the 


d of time. 
ision marks 
on he has 

including 
e 50th con- 
irge. Rarely 
> loyalty for 
> was asked 
and assume 
ng director, 
so and still 
vention we 
; was a real 
and I know 
- he has not 


t has given 
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ke: did not give us nearly as much as 
we had anticipated, but progress has 
| been made in the sense that a new law 
was passed by the legislature and that 
is a real victory for N.A.L.U., since 
it was our constant efforts and prod- 
ding that finally induced some detinite 
action to be taken. Furthermore, the 
superintendent of the insurance depart- 
ment of the state of New York person- 
ily assured me that the amendments 
ae merely remedial legislation and that 
the door would be kept open for further 
alterations whenever N.A.L.U. was able 
to submit substantiating data indicating 
the need for a further revocation. Con- 
sequently, I am hopeful that additional 
ges will be made during the suc- 
ceeding administrations. I am particu- 
latly hopeful that during 1954 an 
amendment will be presented regard- 
ing section 213-A which controls com- 
missions paid to those agents working 
for combination companies. This is the 
Next step that must be taken in a long 
and steady process of adjusting the law 
{0.4 more realistic basis. 
' Hails Group Limits 
‘Item two treated of our concern for 
the increasing spread of what is broadly 
| “mass coverage”, and our inter- 
Sts in the further activities of our 
special committee on group insurance. 
en future historians look upon this 
year in retrospect, it is my considered 
judgment that the most important 
attivity of N.A.L.U. during the past 
12 months was the marked progress 


and decisions regardi insur- 
oe garding group insur 








e have not only demonstrated 


XUM. 


that.our committee could meet in joint 
sessions with similar committees from 
the major company associations in 
harmonious cooperation, but more 
important, have demonstrated that a 
meeting of the minds may be attained, 
whereby each side gives and takes a 
little, and a compromise is effected in 
the best interests of all parties con- 
cerned, particularly the interests of the 
insuring public. The agreement to press 
for legisiation to set group limits in 
accordance with the so-called 20/40 
formula, is a most significant one, and 
indicates we have finally recognized the 
fact that there must be some limit set 
on the amount of group insurance car- 
ried on an individual life. 


Plea for Wider Service 


I might add parenthetically, that the 
subject of mass coverage has many 
ramifications relating to other prob- 
lems in our industry. There is great 
concern manifested regarding the 
increased tendency for larger and larger 
amounts of insurance to be written by 
tewer and fewer agents. The wealthy 
prospect is being adequately serviced, 
but there do not seem to be enough 
new agents inducted to take care of 
the needs of the middle class and the 
blue collar workers. The reason may 
possibly lie in the fact that this latter 
Class receives so many benetits through 
One aspect or another in the mass cov- 
erage tield, that the market is no longer 
as desirable as formerly for the agent 
who wishes to solicit this type of pros- 
pect. In the long run, this will inure 
to the detriment of the insuring public. 
They may only be properly served by 
having agents who are willing and able 
to give them the type of advice and 
service they constantly need. 

Your group committee is now en- 
gaged in further ramifications of the 
problems in that field, and is now con- 
sidering methods of dealing with the 
problem of the synthetic and hybrid 
groups, as well as the problem of direct 
Negotiations between employers and 
unions and insurance companies, by- 
passing the services of the agent. | 
urge my successor to continue the 
existence of the group insurance com- 
mittee, and am hopeful that great prog- 
ress will be made in the near future. 


~~ Joint Meetings Approved 


My third suggestion was the advisa- 
bility of a committee from our associa- 
tion to meet in joint session with 
similar committees trom the two large 
company associations, the L.I.A.A. and 
A.L.C., to discuss problems that are 
common to all three associations. I am 
happy to report that the company asso- 
ciations received my suggestions with 
approval and acted immediately. They 
have indicated to me that they have 
committees prepared to meet with ours 
whenever the occasion arises. Such 
committees would not have the power 
to bind their respective associations, but 
would act in an advisory capacity, 
reporting back to their respective 
boards of trustees. I believe the desire 
for cooperation on the part of the com- 
pany associations is most significant 
and will bode well for the future of 
the institution of life insurance. 

Item four was the desire for a con- 
tinuing effort to raise the standards of 
professional conduct in the field of life 
underwriting. Steady progress is con- 
stantly being made in this field. L-U.T.C. 








We extend sincere congratulations 
and appreciation to these members 
of our sales organization who have 
demonstrated their ability to meet the 
high standards of excellence estab- 
lished by the National Quality Award. 


1953 
Quality Award Winners 


John T. Bernert, Lloyd W. Hummel Earl E. Parminter 


C.L.U. Clifford Knowler Frank E. Roehl 
_James H. Brown, _ Howard M. Koepke *John S. Spencer 
C.L.U. *Henry W. — Hillar J. Smith 


“Robert R. Burtner Krumwiede *Russell E. Snygg 
Hallie V. Busby Joseph A. LaSala Carlos E. Stebbins 
Leroy D. Eiffler *Carl Lutz *Charles M. Stewart 


Harry F. Elder John A. McBain Glen M. Stewart 
Francis M. Dennis J.J. McGee Raymond L. Stover 
Esmonde Dale Moore “Fortune A. Sullo 


D. Paul Fansler 

Owen L. Followell 

*Earl F. Goodrich 

Marc F. Goodrich, 
C.L.U. 


*W. L. Mosgrove 
Pat Muldoon 
“Edgar P. Nispel 
*Gordon G. Norvell 
*Jay Overholser 


Lindsey L. Vance 
Arthur M. Victor 

Glenn F. Waugh 
Albert A. Wistert 


*Indicates those who have qualified for five years or more 
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CONGRATULATIONS 
To The N.A.L.U. 


We of the Philadelphia Life look 


forward to another year of association 
with this outstanding group. 


=P anes putA Lire 
INSURANCE COMPANY . pxiaveipnia, Pa. 


Joseph E. Boetiner, C.L.U. 
Agency Vice President 
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is now accepted as a standard process 
of education in the career of a life 
underwriter. On a higher plane, there 
are more and most underwriters receiv- 
ing the designation of C.L.U. Colleges 
and universities are conducting more 
and more courses in various aspects of 
life underwriting, and we are reaching 
the stage where a young man in college 
seriously considers the profession of 
life underwriting as a desirable field 
for him to pursue in his future work- 
ing years. I am confident that further 
and continued progress will be made 
in this field. 


My fifth project is one to which I 
gave only passing reference in outlining 
my 10 points but is one on which | 
want to lay particular stress on this 
occasion. I indicated that we should 
seek a greater acceptance of the pro- 
fession of life underwriting by other 
professional groups, and this I am happy 
to say, is being achieved to a greater 
and greater extent every year. How- 
ever, I regret to inform you that in 
many instances this acceptance is merely 
lip service, and it is not truly felt by 


other groups that the life underwriter 
plays an important part in the overall 
picture of professional activity. We, on 
our part, are constantly seeking advice 
and information from other groups. 
This is evidenced by the splendid pro- 
gram at this convention where out- 
standing leaders from the field of busi- 
ness and the professions are presenting 
their views to our members. I know 
that this association will greatly benefit 
not only by the particular matters 
under discussion, but more important, 
because they will gain a fuller concept 
of the broad field of activity of the 
economy of our nation. It would seem 
that, in turn, other professions could 
gain a great deal from the point of 
view of the life underwriter. Unfor- 
tunately, this does not seem to be felt 
by the other groups. Rarely does the 
life underwriter receive an invitation 
to address functions by persons engaged 
in activities other than our own. Don't 
you think the attorney would benefit 
while listening to the underwriter’s 
viewpoint on various aspects of the law 
as they relate to life insurance and 





HERE COME THE 


BLUE 
DEVILS 





Yes, ready and willing to help 
you earn those BIG Washington 
National Commission checks is that 
swashbuckling, hard-working organi- 
zation of BLUE DEVILS. 


A well-trained staff of 60 salaried 
Home Office Group specialists 
located throughout the country in 
22 Group offices are available at 
all times for consultation and aid 
to our General Agencies in solicit- 
ing, selling, and servicing teacher 
and industrial group plans. 








If you have not already done 
so, why not write or call Kenneth 
Mullins, Vice President, and find 
out how the BLUE DEVILS can 
mean BIG COMMISSIONS to you. 


Attractive General Agency 
Territory Available 
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benefits to policyholders? Don’t you 
believe that the trust officer would gain 
in stature by hearing a discussion of 
our procedure in settlement options as 
compared to the methods of conserva- 
tion and distribution of estates under 
fiduciary trusts? Don’t you feel that the 
accountant would gain by understand- 
ing the life underwriters concept of 
keyman insurance and buy-and-sell 
agreements? Yes, I could go on end- 
lessly into almost every type of activ- 
ity. I believe that even the physician 
could benefit by getting a layman’s 
point of view with regard to the prob- 
lems of selection in underwriting proper 
risks for a life insurance company. 
Someone has to inform these other 
groups that we have many capable and 
competent underwriters, who will acquit 
themselves well on the platform, and 
would be glad to tell their story. We 
have a wonderful story to tell, possibly 
the greatest story that has ever been 
told, but unfortunately, we usually tell 
it to ourselves. 


Willing Trustees 


Item six concerns an obligation on 
the part of everyone who agrees to 
serve as a trustee of this association. 
We have almost 600 local associations, 
each one of which is important in its 
own right, but 80% to 90% of them 
are never visited by a trustee on any 
occasion. This is only natural because 
a trustee will normally accept invita- 
tions from the bigger associations 
whereby he will be assured of a larger 
and more responsive audience. I indi- 
cated to my present board of trustees 
that I expected each one of them to ful- 
fill an obligation to visit at least 10 
associations during the course of this 
year, and I am happy to report that 
each and every one of them fulfilled 
this obligation, and I congratulate them 
on this count. They and their succes- 
sors should continue along the same 
lines in future years, making certain 
that on their next visits they will see 
those associations that had not been 
previously visited by them or anyone 
else during the course of the year. In 
that manner, every one of our associa- 
tions will be visited by someone of the 
official family during the course of 
five years, and we will then truly have 
a democratic organization whereby 
every association will recognize that 
there is at least one trustee who is 
vitally concerned with the welfare and 
progress of that association. 


Meeting Change Welcomed 


The seventh point is one of which 
I am particularly proud, and I believe 
the results speak for themselves. I was 
concerned that the national council had 
become somewhat stultified because the 
committee meetings were held in ad- 
vance of the council meetings, and by 
the time the committee reports were 
presented to the council, there was little 
left for this latter body to do, but to 
accept the reports. I decided that, as 
an experiment, the national council 
meetings would be held in advance of 
the committee meetings in order that 
the members of the committee would 
receive the thoughts of the council in 
advance of presentation of the commit- 
tee reports to the board of trustees and 
would have an opportunity to amend 
these reports in accordance with the 
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express wishes of the council. In g 
to accomplish this, it was necessam.{ ence 
change the one day council megs.) because, 
to a meeting of a day and a half § primaril 
we could scarcely get through with pf the ts! 
work during that longer period of ti,| the 28 
The members of the council were pj that m4 
reticent about getting to their feet »j the G. 
expressing themselves on whatever gf little in 
ject was under discussion, and jt y grams 4 
a most healthy innovation. As a feg|new 8 
I scheduled the current national coup] agents 4 
meetings for two full days instead yageny 
the usual one, and am happy to gqjopportul 
that I did not receive one voice in pj agents 
test. This is a perfect indication h,of theit 
the new system is most enthusiastic further 
received by our membership, and | gq} best be 
hopeful that this procedure will be fy without : 
lowed by subsequent administration, | ment Pre 
Forum hi 
‘News’ is Improved _|s* ig 
Item eight also speaks for itself Aor 
concerns our official publication, Lined cu 
Association News. I indicated that i: 
should be made a mote readable api} There 
interesting magazine, and believe thcame to 
has been done, with further propres|tmustees ¢ 
in evidence with each new issue. i 
response of our membership to 
new format and the interesting articelbest be | 
that are appearing is evidence that theand auth 
News is awaited and read by most ofjwith the 
our members. 
The ninth point concerned an effo 
: Bank 
to enable your officers and headquarte 
staff to keep their ears to the ground| You ar 
and learn what is going on in the field|ressed 
We recognize that our best liaisonpegarding 
group is that small but loyal numbe 
of executive secretaries who, althou iting li 
administrations come and go, remainjnto the te 
on the job, giving of themselves 24hect, (bec 
hours a day, in the interests of the insti-pr two to 
tution of life insurance. 
that this group should meet with ourgpread of 
headquarters staff from time to time andpltimately 













are benefiting greatly by the inter-the plan, 
change of ideas. 
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Competent Chairman 


The 10th item concerns the prompt 
appointment of committee chairmen in 
order that our association would func: 
tion efficiently during the transition 
period from one administration to am 
other. I have been extremely fortun- 
ate in my selection of committee chait 
men. Each and every one of them, 
without exception, has devoted himselj 










zealously to the tasks assigned and, it} fie 
many instances, did far more thal, wll 
would have been normally expected ‘dines ‘ 
Any accomplishments during the pa we 
year, are due entirely to the work df sresid % 
these chairmen and their official comf, pi 






mittees. A president could do itt 
except guide and suggest. The wot) 
is done by the committees, and I knos 
they will continue to make our assoc 
tion grow and prosper during the forth 
coming years. 

Normally, my message would cot 
clude with the observations I hav, 
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ately i 

ever, there are a few other matey. action 





which I feel should be called to yo 
attention. We have reached the stag 
where our General Agents & Manag} Frow 
Conference is operating on an extreme] | h 

successful basis, and every member ¢ b 
our association, whether he be ages t of 


. . u the rac 
or general agent, wishes this conle Pp 
8 cee surance a 
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uncil. In og : 
iS neces) further success and prosperity 
uncil Metal ecause, although its work is done 


nd a half 4 primarily in the field of management, 
ough wihw the results redound to the benefit of 
Deriod of tint the agent: However, it is recognized 
that many Of the matters discussed at 
the GA.M.C. are matters that are of 
whatever gj} little interest to the agent, such a 
n, and it ys as recruiting and training o 
n. As a regi| new agents, financing new and old 
ational cougg] agents and overall management of an 
ays instead gfagency operation. It is felt that an 
APPY to seal opportunity should be available for 
> Voice in pp | agents 0 discuss whatever problems are 
of their particular concern and 1t was 





incil were py 
their feet 











ndication 

ochusieaill futher felt that these matters could 

hip, and | gp|best be discussed by the agents alone, 
' | yithout any representatives of manage- 








re will be fy i the 


Ninistrations | ment present. Consequently, an Agents Pictured at a national council session, from left: South Carolinians, Alvin H. Jones, Life of Georgia, Greenville, state 
forum has been held at both the mid- president; Harold Hudson, State Farm Life, Greenville; A. A. Watters, Jr, New York Life, president of the Spermaborn 
ar and annual meetings, and I am _ association; Thomas Huey, Capital Life, Spartanburg. _ From Pennsylvania, Fred A. Schrider, Prudential, Altoona; Albert 
roved He ful that this will set a precedent S. Brown, Baltimore Life, Reading; F. M. Nice, Provident Mutual, Reading, and Quinto Pasqualini, Prudential, Chester. 


for itself Msterchy this Forum will be an estab- 


cn Lidlished custom at our meetings. is in the public interest to have a situa- time. We are further sg 9g with not purchased. 

tated that i at: tion where it is possible for the invest- the possible implications of rebate) 

readable mq There were two. SP pew sis be ment pita and the underwriting ih of on technical aspects of | At the request of the board of 
believe tig ame t0 - oh ap fiatedloniag la department of a life insurance company the procedure, there appears to be a trustees, your president has personally 
ther progresstees af Sg se een ae” to act as a unit. We believe that the special inducement to purchase life visited with the top officers of a life 
W issue. Thasods in 7% scan piri could traditional method of independent oper- insurance by offering a preferential rate insurance company which engages in 
he Sane wumees Delt hey cou ations of these departments will best of interest on a mortgage loan, which the practice to a large extent. It was 


esting artices best be handled on a personal basis, : : : : if life i : Sada Wie ho ane tadioee te 
. : rve the public over a long period of is not available if the life insurance is sonal residences. € be 
ence that thland authorized your president to deal S*tV© ME P 8 P 


1 by most of{with the companies. 











ned an effort Bank Method Still Issue 


headquarters 
> the ground) You are aware of the concern ex- 
1 in the fieldbressed by many of our members 
best liaisonjegarding the continually increasing 
loyal numberprevalence of the bank loan method of 
ho, althoughWriting life insurance. Without going 
| gO, remainjnto the technical discussion of the sub- 
fect, (because it would require an hour 
s of the insti-pr two to present all the arguments on 
th sides) it was felt that the further 
eet with ourspread of this type of plan would not 
e to time andbltimately be in the public interest, due 
; been donejo the fact that policyholders, either 
both partieshecause they do not fully understand 
y the sal plan, or because their economic or 

ealth status ultimately changed, or for 
number of other reasons. in many 
rman __ instances become dissatisfied. When 
lis happens, it is not only the writing 
agent who takes the blame, but the 
policyholder sours on the entire insti- 
tution of life insurance and its many 
agents who had never written a plan 
of this nature. There are other reasons 
why the plan meets with disapproval, 
not the least of which is that the fav- 
omble tax advantages now enjoved by 
other aspects of life insurance, may be 
pone tn if it is decided by Government 
ly expected at the tax benefits under this plan 

ae discriminatory, favoring a particular 
af'Pe of operation. Consequently, your 
‘ficial com president sent a lengthy memorandum 
id do link® the two major associations of the 

surance companies — the Life Insur- 
and I knorfe Assn. and American Life Conven- 


on, indicating our position on this 

matter. Your president urged that this PROTECTING MILLION FAMILIES IN EASTERN AMERICA 
emorandum be sent to the respective 

fompanies which are members of these 
gf eanizations, and it is hoped that your 


: major life in : “| 
ints. How surance companies will 


her all of ognize our position, and take what- INSURANCE 
led to ye ver action they believe desirable. COMPANIES 
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made clear to me, in a perfectly frank tainly, that is true, but the increases 


and forthright manner, that at the pres- 
ent time, it has not been determined 
whether or not the practice will be 
changed. However, the practice has 
been changed to a minor degree to 
meet some objections that have been 
raised, and the company has indicated 
a desire to pursue the matter further. 
Consequently, it is my suggestion that 
the subject is a process of continual 
education, and it is my hope that it 
will be further pursued by  subse- 
quent administrations. 


I do not wish to close without again 
referring briefly to what, in my opinion, 
is the greatest problem besetting the 
institution of life insurance at the pres- 
ent time. There is a growing tendency 
for more and more insurance being 
written by fewer and fewer agents so 
that, although the sales are constantly 
increasing, these increased sales are 
made by a fewer number of agents. 
There is great concern for the future 
of our agency system, unless a means 
can be found to properly induct, train, 
compensate and find a market for new 
recruits. We should not be lulled into 


are not proportionate to the decreased 
value of the dollar. In proportion to 
income and needs of the average policy- 
holder, a smaller proportion of income 
than heretofore is now being utilized 
for the purchase of new life insurance 
and the needs of beneficiaries are not 
being covered to as great an extent as 
is warranted by our economy. 


Lest I leave you with a note of 
pessimism, I wish to state that the very 
factors to which I am referring should 
lead to still greater sales in the future, 
that will make our present standards 
insignificant by comparison. You are 
aware that, with all the progress that 
has been made and all the pride that 
has been displayed, the amount of life 
insurance in force is still only sufficient 
to replace one year’s income. This is 
a sad commentary on our sights and 
perspectives. I fully agree with the 
Institute of Life Insurance when it 
points out that we should set a goal 
of five years income as the normal 
amount of life insurance that should be 
carried by an individual. If this is set 
as our goal, and if it is properly pub- 


a false complacency by reading that filicized that five years income is the 


sales of new life insurance are increas- 
ing every month and every year. Cer- 


—, and proper amount for an 


individual to carry, we will be aware 
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and Train New Agents 
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...- WITH LAFAYETTE’S 


‘SLIDE RULE” 
ANNUITY BUILDER 


... Says H. P. Means, prominent general agent, South Bend, Indiana. 


You, too, can benefit greatly with 
The “slide rule” annuity builder, 


Lafayette Life’s modern sales tools. 
for example, is so easy to use that 


anyone can catch on in a few minutes. No out-moded rate books to 
fumble through; every figure is available instantly. This gives agents 
the needed confidence and makes sales easier. The sales-talk “prompter” 
(attractive, fully-illustrated 20-page book) is another valuable tool 


which assures the new agent that 


fo we™ 


ghat so yo" 





he will cover a// essential points in 
logical order... helps both old and 
new agents sell prospects with con- 
vincing visual aids. Investigate to- 
day. It will pay you to learn more 
about Lafayette Life and the valu- 
able tools it has to offer. Write in 
confidence to M. V. Goken, Director 
of Agencies... 





We Lafayette iii ss 
LIFE INSURANCE COMPANY... 


LAFAYETTE, INDIANA 





Inquiries invited from Indiana, Ohio, Missouri, 


Towa, Nebraska, Michigan, Illinois, Tennessee, 


Virginia, and adjacent states. 








that the surface has scarcely been 
scratched. The opportunities for new 
sales are manifold. Furthermore, there 
are strong indications that our infla- 
tionary spiral is nearing an end, and 
that the equities, securities and real 
estate that are now at an all-time high 
will go down in value, not because of 
a depression, or even a recession, but 
because of a normal deflation that is 
sound for the economy of our country. 
When this happens, the dollar will 
automatically go up in value, and the 
dollars you and I are selling for future 
delivery will become increasingly valu- 
able dollars from year to year. 

I believe that the prospects of new 
sales of life insurance are excellent for 
the near and long term future. The 
two factors of a replacement of a higher 
number of years income and a greater 
value for the dollar, augur well for the 
future. May each of you have many 
happy and prosperous years in the 
pursuit of our dedicated profession, the 
proper sale and distribution of life 
insurance for the benefit of the future 
citizens of the United States. 





Robertson Has Service 
Record in Association 


The oldest executive secretary of any 
local, state or the National association, 
in point of service, is renewing many 
friendships at the N.A.L.U. sessions. 
George S. Robertson. who heads the 
office of the Baltimore association, 
began his association career in Oc- 
tober, 1922. 

Mr. Robertson’s assistant, Miss Helen 
Hottenbacher, runs him a close second 
for “association longevity.” She joined 
forces with him in the Baltimore post 
in November, 1922. 

Mr. Robertson and Miss Hotten- 
bacher are among the best known per- 
sonalities in the Maryland insurance 
world. Besides serving the Baltimore 
association, thev handle the head- 
quarter duties for Baltimore General 
Agents & Managers Round Table, Balti- 
more C.L.U. chapter. and, on the prop- 
erty insurance side, Maryland Assn. of 
Insurance Agents. 

And then in their spare time, they 
perform similar duties for such organi- 
zations as Maryland Kennel Club, Mary- 
land Society of Sons of the American 
Revolution, Salt Distributors Assn. of 
America, Maryland Assn. of C.P.A.’s, 
and Magothy River Assn. of Baltimore. 





Represents Bankers Nat’! 

H. Carlyle Freeman, assistant super- 
intendent of agencies, is representing 
the Bankers National Life head ofice. 
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Two Aetna Life men: Fred LeLaurin, 

New Orleans, and H. Cochran Fisher, 
Washington, D. C. 


New “Tax Shelter’ 


Book Arousing 
Much Interest 


S. R. Hurt, director of services of 
Business Reports, Inc., who is on hapj 
for the convention, says that his com. 
pany’s newest book, Tax Shelter jy 
Business, is getting a great respong 
from life insurance people in both th 
field and the home offices. Authors of 
the book are William J. Casey, Ney 
York City lawyer, and J. K. Lasse. 
widely known authority on accounting 
probably best known to the gener 
public as the author of an annual book 
on preparing income tax returns. 

Tax Shelter in Business points ov 
that a capital structure heavy with dey 
offers maximum tax protection and the 
authors show how life insurance can 
underpin a business by underwriting 
future earning power with corporate 
dollars that would otherwise be heavily 
taxed when distributed as dividends, 

The Casey-Lasser study gives ; 
method of evaluating the use of busi. 
<aess funds for insurance and the use of 
real-estate deals to build capital value 
in a business is also extensively 
analyzed. 

Tax Shelter In Business makes the 
point that the business men who have 
made their companies grow stronger 
and expand during the post-war period 
are those who know how to protect 
their operations from an excessive call 
from the tax collector. Messrs. Casev and 
Lasser cite dozens of methods and scores 
of instances bv which leading businesses 
and business men have moved in recent 
vears and are moving todav to protert 
their operations from the tax structure 


Competition of Advertisine 

One of the major strategies in build- 
ing up a business under todav’s tax 
structure is to spend tax-deductible 
do'lars in a wav that will build up fu. 
ture capital values. In showing how 
advertising and promotion can work 
as a tax shelter, the authors spell out 
how advertising competes for funds 
with phvsical expansion and with divi- 
dend claims of stockholders. 

Tn demonstrating how advertising 
can underpin the value of a plant 
capacity and dividend yield, thev com- 
pare the build-up in cash value of 
stocks such as Coca-Cola, Proctor & 
Gamble, Bristol-Myers. in which met- 
chandising and trade names are maiot 
assets, with the build-up in capitl 
value of stocks such as U. S. Stee. 
International Harvester, General Motos 
and General Electric. in which tangible 
assets bulk more importantly. 

Two of the larger life companies hav 
bulletined their agents, calling their 
tention to the sales possibilities of th 
book. 

Tax Shelter In Business runs If 
pages and sells for $12.50. Busines 
Reports, Inc., is located at Roslyn, N.Y 





Security L. & A. Representative 


Louis C. Halley, assistant vice-pfés 
dent and educational director, is Secutit 
life & Accident’s home office represet 
tative at the N.A.L.U. meeting. He he 
just been elected director ( westeft 
region) of the American Society 
CLU. 
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Miss Cleary Tells Treasury Plans 


(CONTINUED FROM PAGE 16) 





al 
the protection they are buying. Let me 
emphasize the importance of a benefi- 
ciaty knowing what she has—I'll say 
“she” since over 70% of the bene- 
ficiaries are women. It’s important to 
repare her in advance by telling her 
what to expect but I think it’s most im- 
rant to be sure she really under- 
sands what she is getting after the 
insured dies. Assuming the proceeds are 
able to her under an option settle- 
ment, does she understand that the 
ents are all interest or part inter- 
est and part principal? Does she under- 
sand what right she has to withdraw 
principal? Does she understand whether 
the payments will continue after her 
death? If they will, does she know 
whether another set of death taxes will 
be payable on her death? If she doesn’t 
understand these things, she is prob- 
ably worried and she is not getting the 
full protection and security that was 
planned for her. Financial security has 
meaning for a person only if she under- 
sands it; if it is there but she doesn’t 
know it, she will not have the peace of 
mind, the freedom from worry, that 
should be part of that security. 


Effects of Interest Rates 

Going back to the role of the life 
underwriter, you persuade people to 
save and you work out with them how 
to provide financial protection for their 
loved ones by putting their savings into 
life insurance. Your task has been made 
more difficult in the last 10 or 15 
yeats by inflation, by the policies of 
the government which held interest 
rates at artificially low levels and which 
pushed the money supply to dispropor- 
tionately high levels. In his Seattle 
speech Secretary Humphrey referred to 
the stimulants to saving which I have 
already mentioned — self-reliance and 
protection of one’s own future and that 
of one’s family—and then he went on 
to say that these stimulants “are all ef- 
fective but they are all diminished if 
money when saved earns little, if any- 
thing; conversely, they are intensified 
ifa fair rate of interest is returned.” 

The Secretary went on to say: “But 
of even greater significance is the 
soundness and honesty of the money 
that is saved. Unless the people can 
believe in the continued honesty of 
their dollar, if they fear that over a few 
years it will greatly depreciate or even 
disappear in value, no other incentive 
to saving is of much avail. Fair inter- 
est and honest money, the value of 
which can be depended upon over the 
years, combine to form the greatest 
incentives and the essential require- 
ments which induce people to save.” 


Beneficiaries Feel It 
Fair interest and honest money are 
of the greatest importance to you peo- 


ple not just because they provide an. 


incentive to save and so make it easier 
for you to sell new policies but also be- 
cause of what they mean to the people 
to whom you sold protection 10 or 15 
Yeats ago and to the beneficiaries who 
are now living on the proceeds of some 
of those policies. 

It isn’t necessary for me to tell you 
ut what the artificially low interest 
rates of recent years have meant in your 
business, about the low return on invest- 


ments which has increased the cost of 
insurance, or about the lower guaran- 
teed interest you are now able to offer 
on option settlements. It isn’t necessary 
for me to dwell on what the declining 
purchasing power of the dollar has 
meant to the beneficiaries who are liv- 
ing on fixed incomes or to the retired 
people who are living on annuities. It 
isn’t necessary for me to do more than 
mention what the depreciation in the 
value of the dollar has done to life in- 
surance programs which _ provided 
adequate protection just a few years 
ago. 

You realize, I know, the stake the 
people who buy life insurance have in 
sound money. And yet what have these 
people done and what are they doing 
to protect the value of their savings and 
to prevent a further decline in the pur- 
chasing power of the dollars they have 
saved? 

Perhaps this is another example of 
the inertia in the estate planning field 


to which I referred earlier. All of us 
are conscious of what inflation has done 
to the buying power of the dollars we 
spend currently for food, for shelter, for 
clothing. Too many of us have failed 
to apply to our savings the lesson we 
have learned in spending our current 
income. A $10,000 bond or mortgage 
or life insurance policy issued in 1938 
still has a face value of $10,000 and so 
we tend to overlook the fact that infla- 
tion has stolen one-half the real value 
of that security. One of the most in- 
sidious things about inflation is the 
stealthy way in which it operataes, 
steadily capturing the buying power of 
our money without alarming us. 


Perhaps people have failed to become 
aroused about inflation because they 
have regarded it as inevitable or at least 
as due to causes beyond their control. 
In this regard I think the general public 
is like your clients. Your clients want 
insurance protection but they don’t 
know how to translate that general goal 
into a specific insurance program. I 
think the general public wants honest 








money but doesn’t understand how to 
get it or what makes it. 

At the present time the Treasury and 
the federal reserve system are engaged 
in a program to stabilize the purchasing 
power of the dollar, but this honest 
money program can succeed only if it 
is understood and supported by the 
people of the country. As I have said 
before, people who buy and people who 
sell life insurance have a particularly 
vital interest in having that program 
succeed. 

Let me tell you just briefly what the 
federal reserve system and the Treasury 
are doing. And let me start with a defi- 
nition of inflation. Inflation is an 
increase in the money supply without 
any corresponding increase in the 
things people can buy for their own use. 
Inflation is too many dollars chasing 
too few goods. High prices are the re- 
sult of inflation. Since there are more 
dollars but not more things to buy, the 
prices people will pay for the things 
that are available go up, and it takes 
more dolars than formerly to buy any 
given thing. 

An analysis of what inflation really is 
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gives us the key to the present program 
to control it. That program has as its 
objective preventing a disproportionate 
increase in the money supply. 

For a number of years prior to last 
January the government raised the 
money it needed chiefly by selling 
short-term securities to the banks. 
When the banks bought these securi- 
ties, the money supply was increased 
but there was, of course, no increase in 
the things people could buy for their 
own use. The result was inflation. 

In addition to relying heavily on sales 
of short-term securities to the banks, the 
government made it possile for holders 
of government bonds to sell them to 
the federal reserve at any time at not 
less than par. This policy made the 
bonds practically the equivalent of cash 
and it also enabled the government to 
sell its securities at artificially low in- 
terest rates. 

This policy not only fed inflation by 
adding constantly to the money supply 
but it also kept the federal reserve sys- 
tem from exercising the powers given 
it by Congress to check inflation. As 
long as the federal reserve had to sup- 
port the price of government securities, 
it could not use its powers to restrict 
the money supply. 

The Treasury today is guided by two 
policies. One is that the federal reserve 


system shall be free to exercise its pow- 
ers over the money supply without in- 
terference. This means that the Treasury 
must sell its securities in the market at 
the going rate of interest. It also means 
that when the federal reserve thinks 
there is danger of inflation, it can put a 
brake on the money supply, make 
money harder and more expensive to 
get. Similarly, if the federal reserve 
thinks the money supply should be in- 
creased, it can take appropriate action 
to make money easier to get. 

The important thing to remember is 
that under the present policy interest 
rates are being determined by the 
normal laws of supply and demand. 
Interest rates are higher today than they 
were six months ago because so many 
people want to borrow money. Home 
builders, businesses, and state and local 
governments as well as the Treasury are 
all in the market for borrowed funds. 
Because there is a big demand for loans, 
the people who have money to lend can 
get higher interest. The federal reserve 
has permitted the interest rate to go up 
because higher interest rates slow down 
the increase in the money supply and 
that is a good thing in times like these. 
The higher interest the government and 
all other borrowers are paying helps 
control the money supply and so helps 
control inflation. 





DEDICATED, 

as we have been for 
the first 50, to a policy 
of service. 


DETERMINED, 

that the next 50 years 
will be even better to 
us than the first 50— 
and we can’t complain. 


OPTIMISTIC, 


of 





PROUD, 


and of the quality of the 
business they produce. 


SECURE, 


30 YEARS 


* 


the caliber of our agents, 





about our future, and 
the future of our 
agents. 





in the knowledge that our 
agents reputation for sound- 
ness and integrity has earned 
Volunteer a respected spot 
among life insurance com- 
panies, and resolved to build 
that reputation even more. 


The Volunteen State Lite 


INSURANCE COMPANY 


Chattanooga 








The second Treasury policy today is 
to get more of the government's debt 
into long-term bonds held by people 
outside of the banks. We have seen 
that when the government borrows 
from the banks, there is an increase in 
the money supply. On the other hand, 
when the government borrows the sav- 
ings of the people, either directly from 
them or indirectly through life insur- 
ance companies, savings banks, pension 
funds and similar investors, there is no 
increase in the money supply; there are 
the same number of dollars in circula- 
tion after the bonds are sold as before. 

The present Treasury and federal re- 
serve program has as its goal honest 
money—money which will buy as much 
next week, next month and next year 
as it will buy today. That kind of money 


is of vital importance in life insurang 
where dollars are paid in over a Jp 
period of time by the policyholder ani 
then, in an ever-increasing number rt 
cases, are paid out over a long period 
time to the beneficiary. 

In conclusion may I just say this, Yo, 
and your companies are in business ;) 
help your policyholders provide fina. 
cial protection for themselves and thei; 
loved ones. The reality of the Protec. 
tion you can sell and they can buy de 
pends in no small measure on th 
honesty of our money. The governmen; 
alone cannot provide honest money. We 
will have honest money only if the 
people of this country understand and 
support the policies which make hon. 
est money. 








$2 Increase Gets 
Overwhelming Yea 
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powered to re-phrase properly proposed 
amendments so long as it does not dis- 
turb the intent of such proposals. 
Proposed amendment No. 8, sub- 
mitted by the direction of the executive 
committee, would allow the General 
Agents Managers Conference to accept 
as members any individual who is a 
member in good standing of an associa- 
tion of N.A.L.U. or of the Life Under- 
writers Assn. of Canada, if the con- 
ference’s own by-laws (changes in 
which must be approved by the 
N.A.L.U. board of trustees) permitted 
such individual to become a member. 
For example, if the G.A.M.C. were to 
make the appropriate changes in its 
own by-laws and had such changes ap- 
proved by the N.A.L.U. board of 
trustees, it could then take in as mem- 
bers assistant managers, trust officers, 
attorneys, etc. as long as such persons 
were members in good standing of a 
member association of N.A.L.U. or the 
Life Underwriters Assn. of Canada. 


The amendment was recommended 
without discussion. 


Proposed amendment No. 9 would 
set up additional associate member 
classes. These would include any man 
or woman who is engaged in the sale 
of accident and health or accident and 
sickness insurance only, or who is en- 
88—1st Day CONVENTION 
gaged in the sale of life insurance for 
a fraternal society . . . in addition to 
previous associate member classes. The 
purpose of this amendment is to make 
fraternal agents and agents who sell 
only A. & H. or accident and sickness 
insurance elegible for associate member- 
ship and member of associations of 
N.A.L.U. Harold N. Sloane, Contin- 
ental Assurance, New York City, presi- 
dent of the New York City association, 
moved that the amendment be changed 
to specify that the associate member- 
ship exclude fraternal agents who sell 
assessment insurance but include those 
who sell legal reserve insurance. 


However, William D. Davidson, 
Equitable Society, Chicago, an N.A.L.U. 
trustee, made the point that even though 
fraternal societies may be a legal re- 


serve companies, their charters and 
constitution may permit them to make 
assessments, so to make a distinction 
between a legal reserve company and 
a fraternal on the basis of the right t 
assess policyholders is not a valid dis. 
tinction. 


W. Thomas Craig, Aetna Life, 
national committeeman from Los An- 
geles, questioned whether the associa- 
tion wants agents who sell only acci- 
dent insurance as associate members, 
He wondered whether it was advisable 
to pass this amendment. There was a 
burst of applause following this state- 
ment. 
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Eunice Bush, Mutual Life, Baton ; "ager 
Rouge, La., N.A.L.U. trustee, mentioned | SUPEFVISC 
the friendly relationship with organiz- | 23eacy . 


tions selling A. & H. insurance and 
consequently she moved the recon- 
mendation of the amendment. 


A council member objected to the 
effect he said the amendment would 
have on lowering the standards of 
N.A.L.U. There was much applause 
following this statement. 


The vote against recommending the 
amendment was unanimous and te 
sounding. 


Because of the unusual number and 
importance of the by-laws amendments, 
there was a round of applause for 
Harry Syphus’s committee as the by- 
laws deliberations concluded. 





Home-Towners May Read 
About Convention-Goers 


The part convention goers are playing 
in the N.A.L.U. sessions will be knows 
among home town clients through ! 
service offered by the Statler, heat 
quarters hotel. 

Besides placing copies of morning 
papers at the doors of those attending 
the convention, the hotel is providing : 
form on which can be listed whateve 
activities N.A.L.U. people are takin 
part in. The hotel's press service the 
forwards the material to editors ¢ 
home town papers. 
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Company Dinners, Home Office 


‘| Representatives Are Listed 
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resident; A. M. Orgain, assistant vice- 

resident; John W. Murphy, assistant 

vice-president, and Joseph F. Inman. 
* * * 


Lincoln National Life, Hollenden 
hotel, ballroom. Cecil F. Cross, vice- 
president; Harry J. Shaffer, 2nd vice- 
resident; Jack E. Rawles, 2nd vice- 
president; Willard C. Brudi, superinten- 
dent of agencies; J. J. Klingenberger, 
gssistant vice-president; Allan K. 
Shackleton, assistant superintendent of 
agencies. 

* * * 

Massachusetts Mutual, Carter hotel, 
Embassy room. Chester O. Fischer, vice- 
president; W. M. Benton, 2nd vice- 
president; R. J. Ardison, director of 
field service; J. R. Martin, superinten- 
dent of agencies. 

* * * 

Metropolitan Life, Cleveland hotel, 
Rose Room, Cecil J. North, vice-presi- 
dent field management; Henry E. 
North, vice president in charge of 
Pacific Coast head office; W. W. 
Hartshorn, A. T. Schussler, S. D. 
Risley, and A. R. Maynard, superintend- 
ents of agencies; Karl H. Kreder, 3rd 
vice-president field training; Joseph F. 
Flood, Alexander Hutchinson, and Earl 
R. Trangmar, assistant vice-presidents 
field training: C. L. Burden and B. N. 
Coster, and R. H. Lanzer, central terri- 
tory supervisors: and H. R. Wallar, di- 
visional supervisor of field training. 

* * * 

Midland Mutual Life, Hollenden 
hotel, Room 284. Russell S. Moore, 
manager of agencies; Carl A. Hess, 
supervisor of agencies; E. R. Dare, 
agency secretary. 

* * * 

Minnesota Mutual, Carter hotel, 
Aviation room. Fred Kermott, super- 
intendent of agencies. 

* * * 


Mutual Benefit Life, Union Club. 
Richard E. Pille, vice-president in 
charge of agencies; Charles G. Heitze- 
berg, 2nd vice-president and director 
of agencies; James R. Trimble, mathe- 
matician; Donald E. Lynch, director of 
public relations: and Mildred F. Stone, 
director of policy-owner services. 

* * * 


Mutual Life of New York, Statler 
hotel, Pine room. Edward E. Waller, 
regional vice-president (central divi- 
sion); E. C. Danford, assistant manager 
of sales and Ward Phelps, director of 
field relations. 

* * * 

National Life of Vermont, Cleve- 
lnd Advertising Club. C. Vance 
Shepherd, vice-president: Karl G. 
Gumm, superintendent of agencies. 

* * * 

New England Mutual, Cleveland 
hotel, ballroom. George L. Hunt, vice- 
president; Charles F. Collins, 2nd vice- 
resident and agency secretary; Edwin 
V. Folsom, assistant agency secretary. 

* * * 

New York Life, Cleveland hotel, 
Cleveland room. Raymond C. Johnson, 
Wce-president in charge of agency ad- 
ministration; E. L. G. Zalinski, 2nd 


XUM 


vice-president; Andrew H. Thomson, 
superintendent of agencies, home office 
agency department; Clark Gearhart, 
superintendent of agencies southeastern 
division; Robert Stieglitz, director of 
college relations; Fred Kimball, man- 
ager of basic training; Paul Troth, 
director of group sales promotion; 
Philip Lawton, administrative assistant; 
John Poinier, manager of brokerage 
sales, northeastern division; William 
Shean, manager of brokerage sales, cen- 
tral division, and William Lorenz of 
the club secretary’s department, who is 
in charge of the company headquarters 
suite in the Statler. 
* * * 


Northwestern Mutual, Statler hotel, 
Euclid ballroom. Grant L. Hill, vice- 
president and director of agencies, 
Robert E. Dineen, vice-president; Roe 
Walker, superintendent of agencies: 
Willard H. Griffin, superintendent of 


agencies; Harold W. Gardiner, educa- 
tional director. 
* * * 

Northwestern National, Hollenden 
hotel, Parlor B. Harry Atwood, 2nd 
vice-president; E. P. Balkema, sales 
promotion manager. 

* * * 

Occidental of California, Statler 
hotel, Parlor L. Sidney S. Dunning, 
assistant superintendent of agencies. 

* * * 

Ohio National Life, Statler hotel, 
Parlors F, G, H. Grant Westgate, 
agency vice-president; George Grace, 
superintendent of agencies; Frank John- 
son, superintendent of agencies. 

* * * 


Ohio State Life, Statler hotel, Club 
room 345. Claris Adams, president; 
Frank L. Barnes, vice-president and 
agency director, Warren F. Howe, 
superintendent of agencies; Howard W. 
Kraft, superintendent of agencies, and 
Paul Gilbert, agency assistant. 

* * * 


Old Line Life, Statler hotel, Parlor 
A. J. H. Daggett, president; Richard 
E. Imig, agency vice-president; Merl F. 


Ryan, vice-president; Warren Moore, 
vice-president. 
% a 

Penn Mutual Life, Carter hotel, 
ballroom. D. Bobb Slattery, vice-presi- 
dent and superintendent of agencies; 
Wallis Boileau, 2nd vice-president, and 
Urban F. Quirk, assistant vice-president. 

* K * 

Phoenix Mutual, Statler hotel, Par- 
lor E. D. Gordon Hunter, vice-president 
and agency manager; Herbert C. Skiff, 
2nd vice-president, and Clifford L. 
Morse, secretary and director of 
agencies. 

* * * 

Provident Mutual, Cleveland hotel, 
Empire room. M. Albert Linton, chair- 
man; Nelson A. White, director of 
sales training; Everett D. Armantrout, 
director of sales research; Alice E. 
Roché, director of sales education, and 
William F. Sessoms, assistant to direc- 
tor of agency department administration. 

* * * 

Prudential, Statler hotel, Ballroom. 
Carrol M. Shanks, president; Sayre Mac- 
Leod, vice-president, ordinary agencies; 








Congratulations 


To the members of the National Asso- 


ciation of Life Underwriters, on the 


occasion of their Sixty-fourth Annual 


Convention, for their continuing and 


effective efforts in advancing the stan- 


dards and scope of life insurance sales 


and service. 
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| Constitution Lite Insurance | 


Company 


Agency opportunities in 












CALIFORNIA OREGON WASHINGTON 
ARIZONA NEVADA UTAH 
IDAHO COLORADO NEW MEXICO 
INDIANA MICHIGAN MONTANA 
WYOMING OKLAHOMA 
NEBRASKA TEXAS 


TERRITORY OF HAWAII 


Featuring 
e LIFE INSURANCE 
and 


e DISABILITY INSURANCE 


Modern, streamlined policies with lots of 
sales appeal and liberal agency contracts with 
non-forfeitable renewals. 





Please communicate with us if you are in- 
terested in making more money in the insur- 
ance business. 









Write 
FRANK J. HOGAN, President 


or 
GALE R. STILLWELL, Vice Pres. and Dir. of Agencies 


Constitution Life Insurance Company 
s<OUTH VERMONT AVE., LOS ANGELES 5, CALIFORNIA 
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The Country’s Most Friendly Company 
OFFERS... 


@ Modern and attractive agent's and general agent's 
contracts to those looking for a permanent connection. 


@ Complete line of Life Insurance policy contracts from 
- birth to age 65 with full death benefit from age 0 on 

juvenile policy contracts. 

@ Complete line of Accident and Health policy. contracts 
with lifetime benefits. 

@ Individual Family Hospitalization contracts with surgical, 
medical and nurse benefits. 

@ Complete substandard facilities. 

@ Educational program for field man. 


Strong, Progressive Company 


Older than 85% of all legal reserve life 
insurance companies. 


COMPANY'S EXPANSION PROGRAM OFFERS 


Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, 
Minnesota, Missouri, Nebraska, New Jersey, North Dakota, Ohio 


ond Wisconsin. 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 
C. G. ASHBROOK, EXECUTIVE VICE PRESIDENT{} 


NORTH#AMERICAN BUILDING, CHICAGO 3, ILLINOIS 











Charles W. Campbell, vice-president in 
charge of south-central operations; 
E. S. Allsopp, 2nd vice-president, south- 
central operations; F. A. Schnell, 2nd 
vice-president ordinary agencies; Ardell 
T. Everett, 2nd vice-president, public 
relations and advertising; J. S. Skelly, 
superintendent of agencies, ordinary 
agencies; John J. Holahan, regional 
manager, ordinary agencies, and Rear 
Admiral G. A. Eubank, special assistant 


to the president. 
* 


* * 


State Mutual Life, Cleveland hotel, 
Terminal room. George Paul Smith, 
agency secretary. 


Travelers, Cleveland hotel, Parlors 
1-3-5. Herbert J. Prouty, assistance 
superintendent of agencies. 

* * * 

Union Central, Statler Hotel, Ohio 
Room. Wendell F. Hanselman, Vice- 
president and Superintendent of 
Agencies; H. P. Winter, Assistant Vice- 
president, and Myron Jones, Assistant 
Superintendent of Agencies. 


Rosser Reports 
Membership 
at Half-Year High 


(CONTINUED FROM PAGE 4) 





(e) the securing from N.A.LU. 
headquarters or locally, enough applica- 
tion blanks, renewal forms, brochures 
and necessary literature for a real 
“sales.campaign.” 

(f) the “signing” of every manager 
and assistant manager and supervisor 
as a member of the association—this is 
an obvious must—and securing their 
enthusiastic support. 

2. Am aggressive concentration on 
the combination man—and the smaller 
association, the backbone and strength 
of our N.A.L.U.—with appointed teams 
of combination agents and assistants— 
as members of the committee. 

3. A basic assumption that everyone 
who remains in the business will renew 
his membership—our loss from re- 
newals is appalling—this requires an 
intensive follow-up early in your mem- 
bership year. 

4. A definite campaign, through 
management, to enroll new members 
after local ‘eligibility requirements as to 
time in business, etc., have been met. 

5. An-ever diligent and vigilant 
campaign among those. iconoclasts and 
die-hards, who still persist that “I don’t 
need you guys—what can you do for 
me” — fortunately an  ever-decreasing 
minority. 

6. A well- thought out program 
schedule for the membership—diversi- 
fied—appealing to both combination 
and ordinary—with give-away and 
take home material. 

7. A strong, active L.U.T.C. and 
C.L.U. program. 

8. An educational program for the 
members demonstrating the profes- 
sional concept that makes us all maybe 
not chartered life underwriters, but cer: 
tainly career life underwriters. 

We realized, of course, that in devis- 
ing our “weighted” quota system this 
year there would be some inequities; 
and we hope to correct that in 1954. 
For example, allowances must be given 
to those associations which make or 
exceed their “all time high”—and others 


whose potential does not exist to Mak 
quota; and still others who have , 
unique and individual problem—go y, 
must be pliable. 

An excellent suggestion for mo, 
membership is our potential frog, 
L.U.T.C. and perhaps a tangent driv 
directed to this may be helpful. 

Still another suggestion for mop 
“info” material and helps and aids_ 
well, we'd love to—but budget limi, 
tions raise havoc with this. 

More definitized help for chairme, 
greater delineation of their tasks, ar 
all sound and commendable, if proper 
implemented. : 

And finally red carnations to all tho 
present for being quota smashers—ty 
the 158 associations who did it—from 
New York and Pittsburgh, our “big 
two,” to Baltimore and Cleveland: t 
Waterloo, Ia., and Montgomery, Al, 
our little giants; and to all of you who 
tried—and the white carnations to my 
vice-chairmen and regional chairmen 
and the big bouquet to Eleanor—my 
very, very sincere thanks. I am grate. 
ful for the opportunity to serve you 

(Editors note: “Eleanor” is Mr 
Eleanor Dowling, the committee's head. 
quarters aide.) 








61 Managers Units 
Have 100% of Their 
Members in GAMC 


More than half the associations in 
the General Agents & Managers Con- 
ference are supporting the 1953 effort 
of the conference by enrolling 100% of 
their members, according to Carr R. 
Purser, Penn Mutual, New York City, 
who is membership chairman of 
G.A.M.C. 

Following are the 61 associations— 
up seven from a year ago—having 
100% enrollment of their respective 
members in G.A.M.C:: 

Atlanta, Augusta, Austin, Baton 
Rouge, Boise, Boston, Cedar Rapids, 
Central California, Charleston, S. C, 
Chattanooga, Cincinnati, Cleveland, 
Corpus Christi, Davenport, Dayton, 0, 
Denver, Des Moines, Detroit, District 
of Columbia, East Texas, Flint, Grand 
Rapids, Harrisburg, Hartford, Houston, 
Indianapolis, Jacksonville, Kalamazoo, 
Kansas City, Kansas State, Little Rock, 
Los Angeles, Louisville, Maine, Mem- 
phis, Miami, Milwaukee, Minneapolis, 
New Haven, Northern New Jersey, 
Oakland -East Bay, Oklahoma City, 
Oregon, Peoria, Arizona, Pittsburgh, 
Rhode Island, Richmond, Rochester, 
N. Y., Rockford, Ill, San Antonio, 
San Diego, San Francisco, San Jose, 
Seattle, Shreveport, South Bend, Spring: 
field, Mass., Syracuse, Utah, Wichita. 








Terminal Tower One of 
World’s Tallest Buildings 


Excepting one city, Cleveland boast 
of having the world’s tallest building 
The Terminal Tower, located in the 
downtown public square, rises 
stories. It houses a variety of business 
establishments, including a railroad ste 
tion, large department store and a hotel. 

Disallowing the exception, the Ter 
minal Tower is the world’s seventh 
est building. New York has six build 
ings that rise higher. 
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The Baltimore Life Insurance Co. 


Guardian of Security Since 1882 * Baltimore 1, Maryland 
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